FEED MERCHANTS BULLETIN and 


Che feed 


HE FEED BAG,”’ said 
Mr. Suits in his annual 
address as president of 

the American Feed Manufac- 

turers association, ‘‘came into 
this field four years ago and has 
been of much intelligent assis- 
tance.’’ And we are proud to have 
been thus mentioned in Mr. 

Suits’ general compliment to the j i j 

trade press. This issue, in fact, 4 G 

does complete our first four years 4 

and we have worked hard to make } 

them years of real service to the 
feed industry. Starting immedi- 
ately on our fifth year, we plan 
to continue and expand our 
service to the trade, editing our 
publication for the dealer, as = — 
‘**The Merchandising Paper of the 
Feed Industry’’. | | 
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r Dairy Profits 


FAT 


FIBER 
NORTHERN MILLING CO. NORTHERN MILLING CO. NORTHERN MILLING 


WAUSAU. WIS. WAUSAU, WIS. 
A 


CONCENTRATE ON THESE 
DAIRY RATIONS 


These three dairy rations, together with WISCONSIN SUGARED DAIRY 
16% and WISCONSIN 32% DAIRY, give the dealer a sufficient variety to 


meet the requirements of any dairy community. 


— 


It is not necessary for you to order dairy feeds from a half dozen different 
mills to get what you want. Here you can get them all in one car. 


Besides these dairy rations the WISCONSIN line includes poultry mashes, 
scratch grains, pig and hog feeds, stock feeds, horse feed and calf meal, all of 
which you can get in mixed cars with mill feeds, grain and flour. 


Concentrate your sales efforts on these trade building feeds. You will be 
surprised how much more business you will get through better service and 
better satisfaction. 


NORTHERN MILLING COMPANY 


SINCE 1883 


WAUSAU, WISCONSIN 


| e Dairy reeds to | 
BLUE RIBBON | 
|| 
} GUARANTEED ANALYSIS GUARANTEED ANALYSIS 
; | GUARANTEED ANALYSIS PROTEIN 20% PROTEIN 26% 
| PROTEIN 163% FAT 5% FAT 5i% 
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LOW COST PRODUCTION 


Feed plant production costs 


are drastically reduced by 
this modern automatic, labor- 
saving machine, the 


“EUREKA” 
Feed Mixing Plant 


It is a combined loader, mixer and 
sacker. Cleans itself automatically 
after each batch is finished. It does 
all these jobs with clock-like pre- 
cision and minimum attention, mak- 
ing possible much larger profits. 
Shipped ready to operate. Write 


for detailed information. 


SUPERIOR D. P. CUPS 


Increase Elevator 


Capacity 
Without changing anything but the cups you can 
Strong-Scott increase your elevator capacity 20%. Superior D. P. 
B AG HOLDE Cups can be placed closer on the belt. They discharge 
R perfectly. Use these better cups. We carry complete 


Holds without tearing. The stocks. 
more the weight, the tighter the 
grip. Pinion rolls up rack for 
inserting sack. Holder bolts to 
front of spout. Four corner 
irons furnished. 


Everything Jor Every Mill and Elevator 
The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd: Winnipeg OT) 
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Every minute of the day half a ton of 
Buffalo Corn Gluten Feed is fed to 


dairy cows and poultry. 


The feeding of Buffalo—from its 
original bags or as an ingredient of 
mixed rations—has been going on for 
35 years. 


Doesn’t this look to you like the record 
of a quality product? 


If you sell ready-mixed rations—sell 
those that contain Buffalo Corn 


Gluten Feed. 


If you sell separate feeds for home 
mixing—Buffalo is a most important 
feed to carry. 


Buffalo is made now asalways, fromthe 
gluten and bran of corn. A minimum 
of starch gets by our separation process. 


While you’ve been reading this adver- 
tisement another 1,000 lbs. of Buffalo 
has gone into the production of milk 
and eggs. 


1D0 POUNDS NET 


“QUFFALD 


Guaranteed Often 
bi CORN GLUTER FEED a8 
Corn Products Refining Co. 
New York Chicago 


BUFFALO CORN GLUTEN FEED 
PROVIDES PROTEIN AND BULK 


BELIEVE IT OR NOT 


it/ Sell 


Cleas=Ciear 


Dependadl 
Does Not Tanti 


Knox-Out, the effective, ® 
harmless, clean, easy-to-use 
fly spray is being advertised 
in all leading farm and dairy 
journals. Farmers and dairy- 
men everywhere are asking 
for it. Dealers stocking K-O 
are reaping big profits. Get 
in on them. Large profits, 
complete advertising and 
merchandising helps. 


GENERAL LABORATORIES 


680 Dickinson Street Madison, Wisconsin, U. S. A- 


----for almost half 


a century---- 


every time you sell a sack 
of flour ‘it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSEL-MILLER MILLING CO. 


General Offices 
MINNEAPOLIS, MINN. 


HCCMENT FLOUR 
| 
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[ most propositions that are offered you, here is 
one that does NOT ask you to spend money in order 
to save money.... 


It is a straightforward method of saving at least 10% on 
your mixing costs. 


It is so real and so easy to understand that 300 millers and 
feed manufacturers have adopted FOS-FOR-US in their 
mixes and mashes this year. 


Facts—facts simply stated—facts you can understand and 
use: that is what you will find in the “MILLERS’ BRIEF.” 


Send for it. It is free. It shows how and why you can save 
10% of your mixing costs. All clear savings. Not a “spend 
something to save money” deal—but a 10% saving that 
starts from the day you first act on the facts in the 
“MILLERS’ BRIEF.” 


Mail coupon below. We will send the “MILLERS’ BRIEF” 
at once. 


-FOR- 


PRODUCES H AVIER HOGS: ‘MOR EG MILK 


MANUFACTURERS OF GRADE Fevrveceze 


INTERNATIONAL AGRICULTURAL (ORPORATION / 


I Want to Save 10% 


International Agricultural Corp., Dept. 18 
61 Broadway, New York City 


Send me the “MILLERS’ BRIEF.” 
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Dont CLOSE YOUR EYES 


MONEY-SAVING FACTS 


COMPILED SSPECTALLY MILLERS 
f : 
| 
f 
| 
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Month 


we celebrate our | 5th anniver- 


sary—with fireworks and every- 
thing! 


Our books show more dealers 


actively merchandising Arcady 
Feeds than ever before. 


We want still more dealers to grow 
up with us—healthy and profitably. 


How about you? 


ARCADY FARMS MILLING Co. 


Che feed 


MILWAUKEE WISCONSIN 


Volume Five 


July, 1929 


Number Seven 


Presidents of Central Association 


Send Messages to Dealers 


L. J. Hartzheim, New Chief, Issues S. O. S. for Bigger Membership 
F. Kern, Retiring Head, Gives Report on Past Year's Activities 


By F. Kern 


GAIN we are met in annual con- 
A vention, our fourth annual meet- 

ing to review the work we have 
accomplished and to make plans for the 
future of our organization. 

Within the scope of our operations is 
a field richly endowed with opportunities 
and advantages for the advancement of 
organization. Opportunities are unlim- 
ited. There are many phases of the 
work that we have not as yet touched. 
Our first and prime object was and still 
is to build a real organization, and 
while our attainment, measured by 
memberships, may not have shown the 
progress some of us have hoped for, we 
have builded permanently. 

Starting with a committee of 30 only 
three years ago, and without funds, we 
have been able to enroll a membership 
of 174, and, gentlemen, we have paid 
our bills) and we have money in the 
treasury and have accomplished this on 
a membership fee of only $10 per year. 

We have thus far been very fortunate 
in officering this association with men 
whose heart was in and with the idea. 
Men who have given, not only of their 
time but men willing to pay their own 
expenses. No officer of our association, 
up to this time, has ever drawn a cent 
of compensation nor has he had his 
hotel expense paid, excepting our secre- 
tary who has drawn the magnificent sal- 
ary of $50 per month, furnishing his 
own office and equipment and donating 
to each retail dealer in the state, The 
Feed Bag, a monthly paper, and a 
mighty good one. 


We have organized quite a number of 
group meetings over the state, every 
one of which has been productive of 
greater harmony among dealers of the 
same locality, closer friendship, and re- 
laticnship, which in competitive busi- 


ness, means better profits. 

We have been instrumental, in con- 
siderable measure, in persuading dealers 
to tighten up their credit to their pa- 
trons, holding the extension of credit to 
a reasonable time, if not a strictly cash 
basis, and I believe it is the purpose of 
the organization to continue to sponsor 
these group meetings at least until they 
have quite largely covered the state or 
district. There is yet a great work be- 
fore us. 

We aim to serve as the parent orga- 
nization for all retail feed dealers within 
our jurisdiction, serving to a more or 
less extent, the interests of every indi- 
vidual dealer. 

How is this possible, you ask, with 
our limited enrollment? Through our 
official paper, to a considerable extent. 
This paper must be kept up through 
contributions of material furnished by 
our membership, as well as from the 
outside, as our organ of communication 
with one another. 

A most essential factor is a greatly 
increased membership. This can be ac- 
complished through and must come 
from our membership. We should have 
at least eight hundred members, local 
dealers in the state of Wisconsin alone. 
We should take in members from our 
border states. This organization can 
serve as well the dealers in states bor- 
dering on Wisconsin as it can our own 
state. When we have strengthened our 
organization sufficiently we can, among 
other things, carry our own insurance 
and have a credit department that can 
and will keep the members well advised. 


E. J. CRANE & SONS, Chippewa 
Falls, Wis., operators of a chain of feed 
stores in northwestern Wisconsin, have 
purchased the elevator and feed business 
of the Bloomer Cooperative Union, 
Bloomer, Wis. 
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By L. J. Hartzheim 


INDFUL of the responsibilities 
M thrust upon me at the last 

election of officers, I have de- 
cided to take time by the forelock and 
issue the following appeal to all the 
loyal members of our association. 

It seems but fitting at this time that 
we should build up our lines of endeavor 
in such a manner that a membership in 
our association will never go begging, 
but rather that it will be a thing much 
sought. 


To accomplish this result is the mis- 
sion of this S. O. S. I would urge all 
members to appoint themselves as a 
committee of one, go out on the high- 
ways and by-ways, sell the membership 
idea to all responsible feed dealers, sign 
them up, and lo! the battle is won. As 
a further aid to obtain results I would 
suggest that dealers enlist the aid of 
their salesmen friends who can do much 
good work in this respect. 

With our numerical strength increased 
the objectives of our association will be 
nearer to realization than ever before. 
At this writing, I have appointed a 
membership committee consisting of T. 
R. Evenson, Monroe Roller Mills, Mon- 
roe, Wis.; A. H. Lois, Bassett, Wis.; 
M. A. Joshel, M. A. Joshel & Bros., Ge- 
neva, Ill.; Edward Schneider, H. B. 
Schmidt Milling Co., Oshkosh, Wis.; C. 
S. Dernbach, C. S. Dernbach Co., Wau- 
sau, Wis.; Fred Dyson, Fred Eckhart 


Co., Viroqua, Wis.; W. N. Knauf, 
Knauf & Tesch Co., Chilton, Wis.; 
Paul Gebert, Lincoln Mill, Merrill, 


Wis.; G. S. Sauer, Shell Lake, Wis. 
I bespeak for them your hearty coop- 
eration. 


F. C. VEHRENKAMP, La Crosse, 
Wis., has purchased the Chaseburg 
Roller Mills, Chaseburg, Wis. 
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Janesville, Wis., Feed Dealers 
Hold Annual Picnic 


AMES, contests and a dance 
os were features of the annual pic- 

nic held by the Retail Feed 
Dealers Association of Janesville and 
Vicinity at Riverside park, Janesville, 
Wis., June 19. More than 100 persons 
attended. 

A picnic supper under the direction 
of Mmes. Otto Lukas, F. E. Green and 
George Graham, all of Janesville, was 
served in the evening and followed by 
dancing. In a tug of war, held between 
the feed store owners and their em- 
ployees during the afternoon program, 
the dealers were victors and in a sim- 
ilar event between the married and sin- 
gle ladies, the misses took the honors. 


WHER PACKED 


| 100 LBS. 


| | BLUE RIBBON 


DAIRY FEED © 


Mrs. John Cummings, Evansville, won 
first prize for creating the largest num- 
ber of words from the name “Retail 
Feed Dealers Association of Janesville 
and Vicinity.” 

Otto Lukas, Janesville, chairman; 
John Cummings, Evansville; H. C. 
Krause, Beloit; Jesse De Long, Ava- 
lon; George Graham, Janesville, and 
John Voelski, Milton Junction, had 
charge of the picnic. Another big out- 
ing will be held by the association next 
year, according to Ray Farley, Janes- 
ville, president. 


J. H. WAKERS, Oskaloosa, Ia., has 
opened a flour and feed store. 


insures good condition and high production not 
only during summer, but also in fall and winter. 


Survey local conditions and encourage summer 


U. S. Feed Distributors 
Vote for Merger 


The United States Feed Distributors 
association will merge with the Grain 
Dealers National association if this or- 
ganization changes its name to the Grain 
& Feed Dealers National association, al- 
lows the feed distributors representation 
on its board of directors, and gives as- 
surance that disputes concerning trans- 
actions in feedstuffs will be referred to 
arbitration committees composed of 
dealers in feed. This was decided at the 
special meeting held by the feed dis- 
tributors at French Lick, Ind., June 7. 

Members of the Grain Dealers Nation- 
al association will vote on the terms at 
their next annual convention, which is 
to be held sometime in October at Peo- 
ria, Ill. Until then the merger will be 
pending. M. C. Burns, president of the 
United States Feed Distributors associa- 
tion, has appointed John Cladwell, Puri- 


na Mills, St. Louis, chairman; E. C. 
Dreyer, Dreyer Commission Co., St- 
Louis, and E. W. Mitchell, Consoli- 


dated Feed & Grain Co., Buffalo, N. Y. 
as a special committee to confer with 
the Grain Dealers National association _ 
relative to carrying out the terms. 


JAMES STACKHOUSE has opened 
a feed store at Allison, Ia. 


Measure Your Market | 


For 


Summer Trade | 


Cows giving one pound or more of butter fat | 
daily require other feed besides pasture. This | 


sweet 


BROOKS MILLING CO. 


| MINNEAPOLIS, MINN. 
BYVARANTEEO 
INGREDIENTS 

CORN GLUTEN FEED. WHEAT BRAN. SOY 

BEAN MEAL. OLD PROCESS LINSEED OF 

MEAL, PRIME 43°) COTTON SEED MEAL. 

PULVERIZED AND BOLTED FLAX AND 

GRAIN SCREENINGS. MINERALS (CALCIUM 

CARBONATE. BONE MEAL, SALT: AND 

MOLASSES 


feeding. Profits will surprise you and the 
dairymen. 


BLUE RIBBON SWEET DAIRY FEED is 
ideal for summer feeding. 


LET 


Profits Prove 


| BROOKS MILLING CO. 


MINNEAPOLIS, MINNESOTA | 
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Modern Dealers 
Must Stress 
Better Selling 
To Succeed 


By Austin W. Carpenter 


Salesmanager, Larrowe Milling Co., Detroit 


Sharply are the lines being drawn by retailers these days. 


Two groups are definitely forming. 


In one we find those merchants who shun the support of 
large manufacturers—who doubt the wisdom of selling nationally 
known trade branded articles—merchants who prefer to go it 


alone. 


In the other group we find those merchants who deeply sense 
the value of associations with strong, substantial national 
manufacturing companies whose quality merchandise and 
vigorous advertising program have developed public acceptance 


and confi- 
dence— 
whose sell- 
ing helps 


for dealers build extra 

retail volume and profits. 
Take your choice, but 

in choosing, keep firmly in 

mind that under present competitive conditions the trend strongly 

favors the ‘‘team work” idea over the ‘‘go it alone’ system. 


FTER everything is said and 

A done, merchandising means noth- 
; ing more or less than the crystal- 
lization of hundreds of simple, common- 
sense, everyday units that are used in 
selling. It is the tools in the sales kit 
that we use in building volume in every 
line of business. 

The mass production of merchandise 
that has been accomplished in this coun- 
try necessitates keen and aggressive 
sales methods on the part of manufac- 
turers, and the rapidly increasing num- 
ber of retailers in every line, respon- 
sible as they are for keener competition, 
necessitates very vigorous selling pro- 
grams on the part of retail merchants. 
With more goods to sell and more deal- 
ers to sell them, the successful business 
organizations are the ones that develop 
and maintain the most aggressive and 
efficient merchandising systems. 

Market Analysis Necessary 

The very first job of every merchant, 
as I see it, is the careful making of an 
analysis of his trade territory. He 
should know his potential sales possi- 
bilities just as thoroughly as the manu- 
facturer surveys his market. 

The retail feed merchant, in ap- 
proaching his marketing problems, 
should first decide how large a trading 
radius he desires to serve. Is he going 
out five, 10, 15 or 25 miles from his place 
of business for customers? When the 
length and breadth of the trading area 
is determined, then it is up to the mer- 
chant to determine what the potential 
tonnage possibilities are in his market. 
To do this on a practical basis, he must 
analyze the feed requirements of every 
farm in his trading radius. He should 


take every street and highway leading 
from his place of business and one by 
one, interview every feeder to ascertain 
the number of cows, hogs, horses and 
poultry maintained by each prospect. 
Then by the simple application of math- 
ematics, he will be able to put his finger 
on the approximate tonnage possibilities 
in his territory. 

Right here is a fine time and place 
for the merchant to set his goal as to 
the portion of that total tonnage he 
seeks to handle. This, of course, will 
depend upon his ambition and aggres- 
siveness. One dealer will be satisfied 
to sell one-third of the total tonnage, 
another a little more*ambitious will seek 
one-half of it, while the keenly aggres- 
sive merchant will feel that he has it 
in his organization to beat his competi- 
tors to the extent of controlling two- 
thirds of the total, but whatever the 
natural inclinations may be along this 
line, one of the fine plans to follow is 
the establishment of a goal toward 
which to drive. Going along on a hit 
and miss basis with no definite objec- 
tive in mind has been the ruination of 
many a retail venture. 

When the market possibilities have 
been carefully analyzed, tre next prob- 
Jem we encounter is the buying habits 
of the feeders in this trade area and be- 
lieve me, when we come to analyze the 
buying habits of the public, we run into 
some very interesting and sometimes 
perplexing experiences. Let’s quickly 
review a few of them. 

John Jones, for instance, happens to 
live midway between you and another 
dealer located in a town 10 miles distant 
in the opposite direction. Instinctively, 
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this feeder for years has gone to the 
other town with his trade. That buy- 
ing habit may come close to being an 
inherited one. His father—even his 
grandfather—for years went to the 
other town as their trading center and 
he follows along in his family trade 
habit. It is up to you, if you want his 
business, to diplomatically educate him 
to change his trading center. 
Buying Habits of Feeders 

Williams Smith comes to your town 
to trade but, instead of making his pur- 
chases from you, he goes to your home 
town competitor. Naturally you would 
like his business but to get it you have 
to change his buying habits, devising 
some means to get him out of the habit 
of going to your competitor’s mill and 
to come to your place of business. Dig- 
ging a little deeper for the facts, you 
will find that he goes to your competi- 
tor because he feels that he gets better 
quality merchandise or better service, 
or more courteous treatment, or perhaps 
because he mentally carries some ill 
will towards you and your company. 
Many times feeders carry a grudge of 
which the dealer is not cognizant and 
which could easily have been washed 
away if the facts were known and a 
frank discussion of the situation called 
between the parties. Many times a 
reputation is made by one mill charging 
high prices while the competitor has 
the reputation for conservative prices. 
These buying habits are the tough pro- 
position with which retailers are con- 
stantly confronted and whatever they 
may be, it is squarely up to the success- 
ful retailer to discover them, study 


(Continued on Page Forty-five) 
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the 
Quaker Plan 


HE Quaker pian is based on the principle that the best 
(pet to make a success out of the retail feed business 
is to sell the feeds that do the work, and do it at a profit. 
Quaker produces such feeds; Quaker advertises them ex- 
tensively and effectively; Quaker offers the dealer prompt 
service and the advantage of feeds and flours in the same 
car; Quaker gives result-producing local advertising help. 
If the advantages of the entire Quaker proposition are 
interesting to you, drop us a line—a postal card will do. 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 


Quaker 
FUL-O-PEP 


POULTRY FEEDS 
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QUAKER FEEDS IB STRIPED SACKS 
BUY QUAKER FEEDS IN STRIPED SACKS 
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A FEW Four feed trade organizations held an- 
OPEN LETTERS nual conventions during June. Three 

of these associations elected new presi- 
dents to guide their destinies during the ensuing year. The 
Feed Bag believes that all of the organizations are particular- 
ly fortunate in the type of men they have for officers, not only 
as their presidents, but vice-presidents, secretaries, treasurers 
and directors. We are making use of our editorial page this 
month to write a few open letters to the new and retiring 
presidents of the Central Retail Feed association, American 
Feed Manufacturers association, Ohio Grain, Mill & Feed 
Dealers association and the Eastern Federation of Feed Mer- 


chants. 
* 


GOOD LUCK You are now president of the young- 
MR. HARTZHEIM est and one of the most active feed 

trade organizations in the country. 
The convention at which you were elected was so successful 
that our friend, the editor of Flour & Feed, has written that 
the program “probably offered more constructive ideas and 
suggestions on the real problems of the feed industry than 
did the program of any other feed organization in the indus- 
try thus far”. It is your job to carry on this constructive 
work and to enlarge the field and the service of the organi- 
zation by increasing its membership. You have pledged 
yourself to double the paid membership before the next con- 
vention. We wish you good luck and assure you that The 
Feed Bag will help all it can. 


WELL DONE You have given much of your time, effort 
MR. KERN and sound thinking to the Central Retail 
Feed association during the past three 
years. This past year, the best of its short but proud his- 
tory, you were president of the organization. Your job was 
well done but in saying this we must realize that, in reality, 
the job has just been started and there is still much to do. 
May the labor be carried on and finished just as thoroughly 
and efficiently as was the work during your regime. The 
Central Retail Feed association is fortunate in having a con- 
tinued claim upon your services as one of its directors. 
Ok 


THANK YOU There is little which can be added to the 
MR. SUITS praise which has been your due because of 

your unselfish work in behalf of the feed 
industry during the past three years as president of the 
American Feed Manufacturers association. These years have 
run concurrently with almost the entire life of The Feed Bag 
and, as we review them in our mind, we can think of three 
great steps of progress which the feed industry has made, 
almost entirely due to your vision and hard work. The re- 
sponsibility of the firms in the feed business and the quality 
of the industry’s products are, today, almost unquestioned. 
The farm and poultry press has been won from indifference 
and antagonism to an honest appreciation of the value of 
commercial mixed feeds. Agricultural leaders, including ex- 
perts of the: colleges and experiment stations, feed control 
officials and county agents, while they still may express in- 
dividual differences of opinion, have come to recognize and 
appreciate the service feed manufacturers are rendering to 
their industry. You initiated and carried on the work which 
has been responsible for this progress. We believe, when 
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we say thank you, Mr. Suits, we are expressing the appre- 
ciation of the entire feed trade. 


CONGRATULATIONS It is no small honor to be presi- 
MR. McMILLEN dent of the American Feed Man- 

ufacturers association but the po- 
sition also thrusts a lot of additional hard work upon the 
man so honored. Your own business has been expanding 
rapidly and must keep your working days so full that we feel 
your association is indeed fortunate to have prevailed upon 
you to become its head. Since you have accepted, The Feed 
Bag expects and confidently predicts that you will carry on 
the work of the office for the good of the entire industry, 
not forgetting your dealer distributors, and the men who 
eventually feed your products to their animals. You have a 
great opportunity for service as president of the association 
and The Feed Bag wishes to take this opportunity to con- 
gratulate you and ask that we be permitted to help and co- 
operate with you, whenever possible, in serving the feed 
industry. 

KEEP IT UP One good year deserves another 
MR. THIERWECHTER and so you have been re-elected 

; president of what is now the 

Ohio Grain, Mill & Feed Dealers association. Fifty years 
and less have weakened the backs and dimmed the ardor of 
many a man and organization but not so with your associa- 
tion which celebrated its 50th anniversary last month. Your 
association has expanded its activities and now seeks to in- 
clude all progressive Ohio feed dealers and millers, as well 
as the grain men, within its ranks. This expansion program 
increases your responsibilities but we know you must be 
proud to be president of an organization which is stronger 
and more virile at 50 years than many associations are at five. 

* * 


LET’S GO The record cf the Eastern Federation 
MR. McINTYRE is one which every eastern feed mer- 

chant can well consider with pride. The 
federation has had its ups and downs. The past 
few years, it has struggled to lift a debt assumed dur- 
ing the post war period of depression in the industry. Vic- 
tory in this struggle has been assured and you are taking 
over the ship with the decks cleared for action. You no 
doubt have ambitious plans for the Eastern Federation. in 
mind and The Feed Bag, as official publication of your or- 
ganization, is anxious to get started working with you im- 
mediately. Let's go. 


GOOD WORK Paid in full. Only those who have 
MR. VAN DERZEE ésstruggled with a debt can appreciate 

the satisfaction which comes with 
receiving a final statement marked “paid in full’. You took 
the reins of the Eastern Federation when it was heavily in 
debt and are stepping aside now that your work has assured 
such a statement to the organization. The federation’s pe- 
cuniary obligations may well be paid in full but its debt to 
you and to the other loyal officers and directors who have 
helped it weather a most severe storm can never be paid in 
full. Good work, Mr. Van Derzee—may the Eastern Federa- 
tion have the privilege of your counsel and cooperation in 
all its work for many years to come. 
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2257 lbs. of OATS through 1-16 screen 
Using only 1.56 K. W. per 100 lbs. 


“MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
| hour on a No. 3, Super MIRACLE ACE 
HAMMER MILL using only 50 h.p. 


Our No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 


has in every test always outground every 
other leslie mill, we will put a MIRACLE ACE in competition with any hammer 
mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 
tected under the Agee patents, the only successful way of handling cold molasses, 
stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own 
feeds with this wonderful process. 


Our booklet the “MIRACLE ACE HAMMER MILL)” describes this mill, and our ‘‘MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either 
or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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L. J. Hartzheim Elected President 


Ot Central Association 


Fourth Annual Convention at Milwaukee, Wis., Breaks All Records 
More Than 300 Members of Feed Trade Attend Big Annual Banquet 


ORDS of praise for the fourth 

W annual convention of the Cen- 

tral Retail Feed association, 
held at the Plankinton hotel, Milwau- 
kee, June 4 and 5, are still heard in all 
parts of the Middle West. 

More than 350 dealers, manufacturers 
and jobbers gathered for the event, 
breaking all attendance records. The 
“Busy Dealers’ Feeding School”, talks 
of the speakers and the entertainment 
features won the approval of all. 

Hartzheim New President 

L. J. Hartzheim, Hartzheim Fuel & 
Feed .Co., Beaver Dam, Wis., was 
elected president of the association suc- 
ceeding F. Kern, Sparta Produce Ex- 
change, Sparta, Wis. C. D. McArthur, 
Elgin Flour & Feed Co., Elgin, IIl., 
was chosen vice-president and Colby 
Porter, C. S. Porter, Fox Lake, Wis., 
was named treasurer. Mr. Kern was 
elected director to succeed M. A. Jo- 
shel, M. A. Joshel & Bros., Geneva, 
Ill. David K. Steenbergh, managing 
editor of The Feed Bag, was re-elected 
secretary by the executive committee at 
a luncheon meeting following the con- 
vention. 

Attendance prizes were awarded at 
the beginning of each session. A Sheaf- 
fer pencil was won by Paul Gebert, 
Lincoln Mill, Merrill, Wis. at the 
Tuesday morning meeting. Leland J. 
Meylink, Co-operative Exchange, Cedar 
Grove, Wis., received second prize, a 
smokeless ash receiver, and third prize, 
a desk cigar lighter, was won by F. J. 
Bradford, Arcady Farms Milling Co., 
Chicago. 

Officers Report Progress 

The feed men were welcomed by A. 

L. Johnstone, president of the Milwau- 
kee Chamber of Commerce. 
“Tt is a privilege and a pleasure to 
welcome you to Milwaukee,” he said. 
“The town is yours while you are here, 
and you are cordially invited to visit 
the grain exchange and make yourself 
at home.” 

President Kern accepted the welcome 
in behalf of the dealers and followed 
with his annual address, in which he 
urged the enrollment of more members 
in the Central Retail Feed association 
and suggested the organization of a 
credit bureau as a preventive against 
loss from bad accounts in the feed in- 
dustry. 

John A. Becker, William A. Becker 


Co., Monroe, Wis., treasurer, in his re- 
port, revealed that the association was 
in good financial standing, with a bal- 
ance on hand of $850.34. Secretary 
Steenbergh reviewed the activities of 
the organization during the past year 
and pointed out the benefits it had ob- 
tained for -dealers. He reported that the 
association had a roster of 174 members 
when the books were closed on May 
31. 
Chains a Mental Hazard 

Many feed dealers were comforted by 
the address of Alfred N. Steele, merch- 
andising executive, Olson & Enzinger, 
Inc., Milwaukee, advertising agency for 
the Linseed Meal Educational commit- 
tee and other nationally known ac- 
counts, which followed the business re- 
ports. Mr. Steele spoke on “Chain 
Stores in the Feed Business,” and as- 
sured his audience that nothing was to 
be feared from this type of competition 
by independent retailers who kept 
abreast of the modern trends of doing 
business. His talk is published on an- 
cther pagé in this issue of The Feed 
Bag. 

The opening session of the conven- 
tion was concluded with the appoint- 
ment of committees. President Kern 
selected D. W. McKercher, chairman; 
L. H. Herrewig, Hustler Produce Co., 
Hustler, Wis., and George W. Schlegel, 
Athens Cooperative Produce Co., Ath- 
ens, Wis., to nominate the officers. J. 
L. Kleckner, Kleckner Elevator Co., 
Neillsville, Wis., chairman; L. J. Hartz- 
heim. and Don Mihills, National Food 
Co., Fond du Lac, Wis., were named on 
the constitution and by-laws and reso- 
lutions committee. C. D. McArthur, 
chairman; Colby Porter and Fred Par- 
ker, Fennimore Farmers’ Warehouse 
Co., Fennimore, Wis., were nominated 
to audit the books of the association, 
and Gus. Nietmann, Sullivan, Wis., 
chairman; William Frank, Jefferson 
Flour & Feed Mill, Jefferson, Wis., and 
H. H. Humphrey, Northern Milling Co., 
Wausau, Wis., were selected for the 
membership committee. 

Farley on Cash Basis 

After a short recess for luncheon the 
dealers reassembled for the afternoon 
session. The first attendance prize, a 
box of cigars, was won by John Hull, 
Markesan, Wis.; second premium, a 
pencil sharpener was drawn by L. H. 
Herrewig, and L. C. Billerbeck, Vital- 
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ity Mills, Inc., Milwaukee, received an 
ash tray as third prize. 

Following the drawing, Ray Farley, 
Graham & Farley, Janesville, Wis., - 
president of the Retail Feed Dealers 
Association of Janesville and Vicinity, 
explained how his locality was orga- 
nized to adopt a cash basis. He told 
how a nucleus of feed men took the in- 
itiative and called the first meeting for 
a local organization, upon the sugges- 
tion of articles appearing in The Feed 
Bag. Several months later the cash 
basis was discussed at a meeting and, 
February 15, fourteen feed dealers in 
the Janesville district adopted the plan. 
Credit agreements were signed by all 
firms entering the cooperative move- 
ment and notices of the new policy 
were sent by direct mail to customers 
and published in local newspapers. 

“All of the dealers are well pleased 
with the cash basis,” Mr. Farley said. 
“One man reported that before he made 
the change he was compelled to spend 
several days collecting old accounts to 
obtain enough money for lifting a draft 
on a shipment of feeds. Now he has 
more than $15,000 available in the 
bank.” 

Local Clubs Favored 

He urged the dealers at the conven- 
tion to organize local groups and adopt 
a cash basis, citing the success of the 
Retail Feed Dealers Association of 
Janesville and Vicinity. 

“Many benefits may be obtained by 
local organizations,” he pointed out. “At 
Janesville we have done much for our 
members by discussing problems and 
helping each other. This spring at one 
of the meetings it developed that sev- 
eral dealers were long on clover seed 
and others were short on alfalfa. We 
decided to trade with each other and 
thereby stabilized the seed market in 
southern Wisconsin and nobody lost 
money.” 

The Retail Feed Dealers Association 
of Janesville and Vicinity has attacked 
the problem of competing against farm 
agents who sell fertilizer and has ar- 
rived at a_ satisfactory understanding 
with manufacturers, whereby the mar- 
keting difficulties were ironed out. 

Mr. Farley offered his assistance to 
dealers who desired to organize local as- 
sociations in their territory and said 
that he would be glad to furnish any 
information they desired. A discussion 
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on the fertilizer problem followed his 
talk. 

A forceful message on “Feed Mer- 
chandising, Its Causes and Conse- 
quences”, was delivered by A. W. Car- 
penter, salesmanager, Larrowe Milling 
Co., Detroit. His talk appears else- 
where in this issue of The Feed Bag. 

Mr. Carpenter was followed by W. 
D. Isham, Milwaukee, who spoke on 
“Credit and Collections”. 

“More past due accounts,” he said, 
“become bad debts through delay in 
taking proper action at the proper time 
than through over-extension of credit.” 

He advised the dealers against being 


too lenient in their demands for money. 
(Continued on Page Forty-three) 


Successful men are usually bald be- 
cause they come out on top. 
*x* * * 


EXPERIENCE TELLS 
There’s nothing like a weddin’ 
To make a feller learn. 
At first he thinks she’s his’n, 
But later learns he’s her’n. 
—Bagology 


PROFITS 


made on first sales are eaten up by 
selling expense. Profits are made 
on repeat orders. International 
Feeds live up to the guarantee 
to “produce better results 
at lower cost,” and 
they bring your 
customers back 
again and 
again. 


INTERNATIONAL 
FEEDS 


INTERNATIONAL SUGAR FEED CO. 


MINNEAPOLIS 


MEMPHIS 


BALANCED FEEDS FOR ALL FARM LIVESTOCK 


AAAAAAAAAAAAAAAAAAAAAA 
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SYSTEMATIC WORKER 
Farmer: “Now, Archibald, I'll show 
you how to milk a cow.” 
City Youth: “Er-er perhaps I'd better 
start on a calf.” 
Ok 


Since the talking pictures have been 
introduced we can’t even take a nap in 
in the movies. 

SUPERSTITIOUS 

Farmer: “Don’t put those feeds so 
close to the stairway.” 

Dealer: “That doesn’t hurt the feeds, 
does it?” 

Farmer: “No, but the prices may go 
up.” 

FIXED FOR LIFE 

Go Getter: “Mr. Brown, your feed 
dealer has employed me to collect a bill 
which you owe him for 10 tons of bran.” 

Farmer: “Young man, you are to be 
congratulated for obtaining a permanent 
position.” 

* 
CORNHAY WEAKLY NEWS 

The mosquitoes in Cornhay marsh are 
causing the farmers in that vicinity con- 
siderable difficulty by puncturing the 
tires on their cars. The telephone com- 
pany also reports damages to the line 
running through the marsh. The skeet- 
ers sit so thickly on the wires that they 
break them. 

Lem Jones, local feed dealer, dropped 
a chunk of rock salt on his foot Tues- 
day. His language was severely injured. 

Another shipment of rolling pins was 
received yesterday by the local hard- 
ware store. Jim Toole, proprietor, re- 
ports that this is one of the most suc- 
cessful wedding seasons in many years. 

The world’s record for the high jump 
was broken by Ira Hicks on July 4. One 
of the boys tossed a six-inch salute un- 
der the park bench on which he was sit- 
ting. 

BALANCED RATION 

Angry Customer: “Waiter, there’s a 
fly in my soup!” 

Waiter: “Oh no, sir. 
en. 


You’re mistak- 
That’s one of those new vitamin 
bees that we serve with every order.” 
—Park & Pollard Scratch 
Ox 
NEGLECTED HIS DIET 
First Cannibal: “The chief has hay 
fever.” 
Second Cannibal: “Serves him right. 
I told him not to eat that grass widow.” 


\ Carefully Sifted for Feed Dealer Consumption —/ 


Efficient Management 
Dealer’s Safeguard 
Against Chain Store 
Competition 


ers need not fear chain store 

competition if they are wide 
awake and up-to-date in their business 
methods and quick to grasp merchandis- 
ing cooperation offered by the larger 
manufacturers,” said A. N. Steele, mer- 
chandising executive, Olson & Enzing- 
er, Inc., advertising agency, Milwaukee, 
in addressing the fourth annual conven- 
tion of the Central Retail Feed associa- 
tion at Milwaukee, June 4. 

Responsibility for Chains 

“The responsibility,” he continued, 

“for retail feed chain store operation 
can be laid squarely at the door of the 
independent retail feed dealer, and 
where feed dealers are lax in their busi- 
ness methods, loose in their methods 
of credit, and slow to take advantage of 
the merchandising experience offered by 
large manufacturers; manufacturers of 
commercial mixed feeds are frequently 
forced to open their own stores in order 
to provide adequate outlet for their vol- 
ume. 


retail feed deal- 


“Chain store operation is based upon 
two fundamental principles. These are: 
(1) Disorganization of retail outlets in 
any particular industry and (2) the op- 
portunity for profit. These two funda- 
mentals were true in the grocery field 
and chains came in. They are probably 
true in the retail feed business and if 
they are, it is only reasonable to ex- 
pect that the chain store operation will 
extend to your industry. This gives 
rise to the following question: 

Can Independent Dealers Survive 

“Can the feed dealer meet threatened 
chain feed store competition and, in the 
face of existing conditions, make money? 
This is a question which many feed 
dealers are asking themselves. Because, 
to the majority of feed dealers, chain 
store competition may mean cut rates, 
and recent studies of the operating costs 
of feed stores show that the net profit 
above a reasonable salary and interest 
on investment at 6 per cent is % of 1 
per cent of sales in the average feed 
store. This is an extremely narrow 
margin upon which to meet chain store 
competition, and it is not to be won- 
dered that feed dealers are concerned.” 

On the other hand, Mr. Steele pointed 
cut, recent reports show that a chain 


retail feed store movement is steadily 
growing, although as yet it is doubtful 
that it has grown to the proportions 
rumored. 

“From time to time inquiries concern- 
ing recent mergers and rumors about 
single chains of more than 1,000 feed 
stores operating in various sections of 
the country have come to us. These 
have been investigated and at present 
the largest single chain store unit of 
which we have record comprises about 
45 units. This is in New England. 
The Grange League Federation, operat- 
ing in New York, New Jersey and 
Pennsylvania, has 37° stores in its chain. 
The largest feed store chain in Wiscon- 
sin is operated by the New Richmond 
Roller Mills Co. and the largest in Min- 
nesota .by the Harland Flour & Feed 
Co. 

Present Chain Feed Stores 

“Certain manufacturers of commercial 
mixed feeds like the American Milling 
Co., have established chain feed stores 
in New England and other parts of the 
United States to provide adequate out- 
lets for their products. There have been 
rumors to the effect that this company 
was about to establish a chain of 200 
stores in Wisconsin similar to those es- 
tablished in New England. However, 
to date, only two stores have been ac- 
quired and it is expected a third will 
shortly be taken over in southwestern 
Wisconsin. 

“There are many other smaller chains 
throughout the country and many of 
these have great ambitions to grow. 
Some of the larger manufacturers are 
reported to be considering the establish- 
ment of chain retail store outlets, but 
no manufacturer, insofar as we are able 
to judge, has developed this plan to any 
great extent as yet. The Great Atlantic 
and Pacific Tea Co. is handling feeds at 
many of its stores but this type of an 
establishment is not, as you know, in 
direct competition with the regular re- 
tail feed dealer. 

“From this report it must be ad- 
mitted that chain feed stores are not 
as large a factor at the present time as 
rumors have indicated. -There is no 
question, however, but that the develop- 
ment of chain stores in the feed busi- 
ness is just starting. And while we do 
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ALFRED N. STEELE 


Mr. Steele who is merchandising executive 
of Olson & Enzinger, Inc., Milwaukee agency 
which handles the Linseed Meal Educational 
committee advertising, delivered this ad- 
dress at the Central Retail Feed association 
convention, June 4. 


not expect any feed chains will grow 
as large as some grocery, cigar and drug 
chains are at present, we may look for- 
ward to the establishment of many 
small feed chains everywhere in the 
country in the near future.” 

Position of the Independents 

However, Mr. Steele feels that the 
picture for the independent dealer is not 
as bleak as it is frequently painted. 
Merchandising experience has shown 
that independent retailers can compete 
successfully with chain store organiza- 
tions. 

“The business revolutions are never 
ended,” he continued. ‘The turn of the 
wheel which brought about mass pro- 
duction now swings back and there is 
a definite national urge toward markets 
of dinstinction from quantity-produced 
articles to quality. Call it higher stan- 
dards of living, the period’s craze for 
luxuries, the fad for color, call it what 
you will, it is here and in my judgment 
will dominate business during the next 
decade. 


“My guess is that just as the mass 
distributors have taken over the natural 
increase of our business in the past ten 
years, the small independents, both man- 
ufacturer and distributor, who capitalize 
this new market of distinction, will get 
the normal increase of the nation’s busi- 
ness during the next ten years.” 

“Herein lies the beginning of the 
strategy of the small manufacturer and 
merchant in meeting the economic pres- 
sure of the mass producers and dis- 
tributors. He has a decided edge on 
marketing commodities that are ‘dif- 
ferent’, whether that difference lies in 
the packaging or in the preparation. But 
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Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Gil and Cotton 


Seed Meals 


either straight 
or mixed 
cars 
Large warehouse facili- 
ties and complete 
stocks insure prompt 
shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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he has also an advantage in the quality 
of service. 

“I have watched with unusual interest 
the career of a young man who set up 
a small grocery right in the midst of 
three chain groceries and a chain drug 
store. Wiseacres said he was very fool- 
ish. But he knew his onions. In the 
face of eternal price competition he is 
probably making more money today af- 
ter seven years than his chain-store 
neighbors. His formula is simple. He 
says: ‘We sell service and quality, as 
well as groceries, and the public today 
wants a lot of those two things. We 
even give the chains a run on price in 
many instances because I give as much 
attention to buying as I do to selling.’ 
As to methods, he explains that ‘the 
best way we have found to take cus- 
tomers away from the chains is to keep 
a more attractive store. The more ap- 
pealing you can keep food articles, the 
more you are going to sell. We've got 
to know our groceries.’ 

“What applies to the grocery business 
will hold true in the feed business as 
well, and just as chain grocery stores 
have been as beneficial as they have 
been harmful to the independent grocer, 
just so chain feed stores will benefit the 
feed business.” 

Chains Will Help Industry 

“In the first place, chain feed stores 
are going to stimulate the demand for 
feeds. Naturally they will increase ad- 
vertising and, at the same time, encour- 
age farmers to use more prepared feeds 
to balance home grown rations. 

“This will benefit the independent 
dealer fully as much as it benefits the 
chain feed store. If the independent 
dealer is wide awake and takes every 
advantage of the moves that chain 
stores make, the independent dealer is 
bound to get his share of those increased 
markets and he will get them at a much 
lower cost than he could have hoped 
to gain them if he financed a campaign 
promoting various prepared feeds him- 
self. 

““But what about price?’ asks the in- 
dependent feed dealer, ‘It may be all 
very well for the chains to increase con- 
sumer demand, but what chance have I 
as an independent dealer to exploit this 
market if the chains are going to under- 
sell me at every turn of the road?’ 

About Price Competition 

“On the surface, this looks like a 
tough question, but a little analysis will 
show that it does not thoroughly un- 
cover facts. There is enough competi- 
tion among the manufacturers of com- 
mercial mixed feeds and preparations of 
similar nature so that it would be prac- 
tically impossible for chain feed stores 
to undersell independent dealers. 

“Chain stores can not possibly handle 
all brands that are on the market. 
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Brands competing with the brand chain 
stores operators carry will naturally 
want to meet this competition, and the 
burden of this warfare will fall on the 
manufacturer and not on the feed dealer. 

“Nor, need the independent feed deal- 
er look with apprehension upon the time 
when all brands of commercial feeds 
will operate their own outlets as chains. 
The competition between such groups 
of chains would be such that manufac- 
turers themselves would be the first to 
see the folly of it and discontinue that 
type of selling. 

“By and large, then meeting chain 
store competition will be beneficial to 
the feed business. It will tend to keep 
independent dealers more business-like 
in their methods and more wide awake 
and progressive. And, where chain 
feed stores will be established will prob- 
ably depend more or less on how pro- 
gressive feed dealers are in any given 
community. The enterprising feed mer- 
chant need not worry about chain store 
competition either as a possibility or a 
reality. Enterprising dealers are now 
rendering adequate and satisfactory ser- 
vice to their customers. These dealers 
maintain clean stores, carry complete 
stocks, offer personal feeding service, 
and support their trade organizations. 
Many of these dealers are making a suc- 
cess of selling feed on a strictly cash 
basis. 

Take Stock of Yourself 

“Take stock of yourself and your own 
business. Do you keep your store as 
clean and attractive as possible? Do 
you always have every feed commodity 
which your customers want in_ stock 
every time they come in to buy? Are you 
able to conscientiously and intelligent- 
ly advise your customers so that they 
can feed your feeds at a profit? Can 
you help them solve their various dairy 
and poultry raising problems? Can you 
advise them what and when to seed and 
what fertilizers to use? Do you adver- 
tise to get new customers and to keep 
the customers you have? Do you buy 
the feeds you handle in car lots or do 
you truck feed? Do you support your 
trade organization? Do you sell for 
cash or do you have a big book ac- 
count which would have a very doubtful 
value should you be forced to close up 
and collect? 

“A bright future for the independent 
dealer rests upon how he answers these 
questions and also rests on the assump- 
tion that the average independent mer- 
chant will learn up-to-date methods of 
selling. 


HARRY S. WHEELER, Sinclair- 
ville, N. Y., feed dealer, is back on the 
job after having been confined to his 
home for the past two months with a 
severe attack of toxic poisoning. 


| 
| | 


Feed Manutacturers 

Elect McMillen 

President; Convention 
Well Attended 


HE 2lst annual convention of 
the American Feed Manufactur- 
ers association, marking the 
close of a score of years of service and 
attracting the largest attendance in the 
history of the organization, was held at 
the French Lick Springs hotel, French 
Lick, Ind., June 6, 7 and 8.. 
Combined Business and Pleasure 

Leaders of the feed and allied indus- 
tries, the majority of whom were pres- 
ent, divided their time between business 
and pleasure—the interesting and instruc- 
tive meetings and, in accordance with 
individual experiences, the fine or blank, 
blank (substitutions made by censor) 
golf course. It was a real celebration 
of the fact that the feed industry, quot- 
ing from the annual address of Pres. 
W. E. Suits, Quaker Oats Co., Chicago, 
“has passed through the adolescent 
stage and reached the full growth of 
sturdy manhood, justifiably proud of our 
accomplishments and confident of an 
even more brilliant manhood.” 

The convention was officially opened 
Thursday morning, June 6, with Mr. 
Suits’ address. This address is pub- 
lished elsewhere in The Feed Bag and 
is a message which should be of interest 
to every reader. The annual address of 
the chairman of the executive commit- 
tee, who is the newly-elected president, 
D. W. McMillen, the McMillen Co., 
Fort Wayne, Ind., and the annual re- 
ports of the secretary, L. F. Brown, 
Chicago; Treasurer W. R. Anderson, 
Milwaukee, and Traffic Manager R. M. 
Field, Chicago, followed. These reports 
all showed the condition of the asso- 
ciation to be excellent and listed activ- 
ities of the organization during the past 
year. 


Dr. Fraps is First Speaker 

G. S. Fraps, state chemist, College 
Station, Texas, and president of the As- 
sociation of Feed Control Officials, was 
the first guest speaker at the conven- 
tion in accordance with the custom that 
the president of the feed control offi- 
cials should always address the feed 
manufacturers and vice versa. The sub- 
ject of Dr. Fraps’ talk was “A Scientist 
Looks at Mixed Feeds”. He distin- 
guished between the scientific point of 
view and the business point cf view 
and emphasized the necessity that the 


success of the commercial mixed feed 
business rest on merit rather than sales- 
manship. Toward this end, he urged 
that manufacturers of mixed feed should 
encourage and assist scientific investiga- 
tions by the establishment of fellow- 
ships at various agricultural colleges 
and experiment stations. 

“The Future and Futures of Cotton- 
seed Meal” was read by Hugh Humph- 
reys, Humphreys-Godwin Co., Mem- 
phis, in the absence of Charles P. Reid, 
Marianna Sales Co., Memphis, who had 
prepared it. This paper describes the 
working of the new cottonseed meal fu- 
tures market at Memphis. It will be 
published in the August issue of The 
Feed Bag. 

Landis Talks at Dinner 

Hon. Frederick Landis, Logansport, 
Ind., author and brother of the baseball 
arbitrator, discussed things in general in 
an entertaining address at the annual 
convention dinner held Thursday even- 
ing. Indian dolls were distributed as fa- 
vors through the courtesy of Fioyvd 
Wilson, Denver Alfalfa Milling & Pro- 
ducts Co., Lamar, Colo. Mr. Wilson 
was also donor of an attendance prize, 
a genuine Navajo blanket with woven 
pictures of livestock and poultry which 
was won by Mrs. C. S. Kenney, Ham- 
mond, Ind. The Cereal By-Products 
Co. representatives, headed by Elsor 
Heater, Chicago, with only F. C. Greut- 
ker, Buffalo, among the missing, dis- 
tributed decks of playing cards. A. J. 
Hazel, Jr., and E. G. Berry, B. F. Gump 
Co., Chicago, distributed cigar lighters 
the size and shape of a lip stick. 

Earl Weaver, professor of dairy hus- 
bandry, Iowa State College of Agricul- 
ture, Ames, and W. R. Yourig, Zeleny 
Thermometer Co., Chicago, were the 
feature speakers Friday morning. Pro- 
fessor Weaver's address, “Some New 
and Old Ideas on Feeding”, will be 
published in full starting in this issue 
of The Feed Bag. Mr. Young discussed 
“scientific storing of feed and grains’, 
stressing the importance of knowing 
the temperature of stored grains and 
feeds in order to prevent losses. 

The Saturday morning session of the 
convention, June 8, was devoted strict- 
lv to business. Mr. McMillan was 
clected president of the association for 
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J. B. EDGAR 

Feed manufacturers elect southern 
pioneer of industry first vice president. 
the ensuing year and Mr. Suits became 
chairman of the executive committee. 
The complete list of officers follows: 

Mr. McMillan, president; J. B. Edgar, 
Happy Feed Mills, Memphis, first vice- 
president; C. W. Chapin, Chapin & Co., 
Hammond, second vice-president; E. F-. 
Morris, Washburn-Crobsy Co., Minne- 
apolis, third vice-president; L.  F. 
Brown, Chicago, secretary; R. M. Field, 
Chicago, traffic manager, and W. R. An- 
derson, Flour & Feed, Milwaukee, treas- 
urer. 

Members of the executive committee 
are: 

Mr. Suits, chairman; H. A. Abbott, 
Albert Dickinson Co., Chicago; O. E. 
M. Keller, J. J. Badenoch Co., Chicago; 
A. E. Lippelman, Ubiko Milling Co., 
Cincinnati; A. T. Pennington, Royal 
Feed & Milling Co., Memphis, and A. 
F. Seay, Ralston-Purina Co., St. Louis. 

Members of the board of directors 
are: 


H. L. Hanes, J. H. Wilkes & Co., 
Nashville, chairman; J. M. Adam, An- 
heuser-Busch, Inc., St. Louis; J. L. An- 
derson, Alfocorn Milling Co., St. Louis; 
C. A. Coddington, Beacon Milling Co., 
Cayuga, N. Y.; A. F. Hopkins, Chas. 
M. Cox Co., Boston; Van Roy Miller, 
Nutrena Feed Mills, Inc., Kansas City, 
Kans.; Searle Mowat, Larreowe Milling 
Co., Detroit; M. M. Nowak, Nowak 
Milling Corp., Hammond, Ind.; R. E? 
Nye, Denver Alfalfa Milling & Pro- 
ducts Co., St. Louis; E. G. Olden, Hia- 
watha Milling Co., Jackson, Miss.; Jim 
Rapier, Rapier Sugar Feed Co., Owens- 
boro, Ky.; G. Schmierer, Quisenberry 
Feed Manufacturing Co., Kansas City; 
G. J. Stone, Universal Mills, “Fort 
Worth; W. D. Walker, Arcady Farms 
Milling Co., Chicago; Wright Youtsey, 
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Executives of American feed manufacturing industry assemble for convention. 


the 
nati. 


Buckeye Cotton Oil Co., Cincin- 


Many Prize Winners 

All three afternoons during the con- 
vention were devoted to golf with tour- 
nament play on Friday, June 7, at which 
time the ladies were entertained with a 
bridge party and those too old or too 
young to play golf pitched horseshoes. 
The donors of the various prizes, the 
description of the prizes and names of 
the winners are listed herewith: 


GOLF, QUALIFYING ROUND 
Corn Products Refining Co., sweater, knickers 


and hose—low gross, A. L. Buxton. 

Bisbee Linseed Co., tourist case—low net, 
G. G. Kei th. 

Lamar Alfalfa Milling Co.. traveling bag— 


second low gross, C. 
Percy Kent Bag Co., silver cup—second low 
net, Wayne Longmeyer. 
Holly Alfalfa Products Co., Gladstone bag— 
fewest putts, 18 holes, H. D. Ruhm. 
Riverdale Products Co., humidor with pipes 
and rack—low gross for guests, S. J. Alexander. 
The Grain World, water fountain—low net for 
guests, J. T. Sexton. 


GOLF, TOURNAMENT PLAY 


H. Schinke. 


Penick & Ford Sales Co., Penick & Ford 
trophy—low net, 18 holes, H. A. Abbott. 

Purity Oats Co., Sheaffer desk set—second 
low net, 18 holes, E. E. Evans. 

Don G. Lowell, golf sweater—third low net, 
18 holes, C. A. Werlich, Jr 


The Feed Bag, five Ampco metal matched iron 
clubs—fourth low net, 18 holes, J. L. Brode. 

Fulton Bag & Cotton Mills, sterling silver mili- 
tary set—fifth low net, 18 holes, W. D. Cun- 
ningham. 

Consolidated Feed & Grain Co., loving cup— 
low net nearest par of course, : bott. 

_ Werthan-Morgan-Hamilton Bag Co., over- 
night bag—low gross, 18 holes, A. L. Theler. 

Chase Bag Co., leather sports jacket—second 


low gross, 18 holes, E. E. Laurent. 
Mente «& Inec., wrist watch—third low 
gross, 18 holes, A. T. Pennington. 


The Denver Alfalfa Milling & Products Co., 
silver tea set—tenth low gross, 18 holes, C. A. 

. E. Suits, leather golf bag—average golfer, 
Smith. 

37 P. Parks, three Horton Smith matched 
wooden clubs—most holes played in one above 
par, H. E. Marshall. 

Oyster Shell Products Corp., Gladstone bag— 
most birdies, H. C. Fisher. 

The Kentucky Chemical Mfg. Co., three 
matched wooden clubs—most holes played in 
par, E. C. Rich. 

Traders Feed & Grain Co., 
apache doll—fewest putts, 

E. 8. Woodworth & Co., Gladstone bag—few- 
est putts, last 9 holes by players over 50 years 
of age, H. L. Hanes. 

Humphreys-Godwin Co., wardrobe travel case 
—low gross, 18 holes, by players over 50 years of 
age, J. B. Edgar. 

Hiawatha Grain Co., zipper bag—guests low 
gross, 18 holes, J. B. Spaulding. 

Donahue-Stratton Co., Ampco steel shafted 
driver—guests low net, 18 holes, H. E. Yantis. 


GOLF, SPECIAL AWARDS 

Gulf Crushing Co., 12 matched, registered 
Spalding golf clubs and bag—low gross, 36 holes, 
R. M. Field. 

The Bertley Co., radio receiver and speaker— 
low net, 36 holes, W. S. Young. 

Manard Blackstrap Co., silver mint julep cup 
—low gross score on either 9 on either day’s play, 
E. Mac Nicol. 

F. Gump Co., 
18 Cc. W. 


French musical 
18 holes, J. J. Pepin. 


traveling set—fewest putts, 
Chapin. 
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Bright Side of the Convention 


HERB LADISH, Ladish Milling Co., 
Milwaukee, must belong to the Demo- 
cratic minority. We say this because 
he was the only member of the golf 
committee who did not come home with 
a prize. 


CATCHING ALLIGATORS is one 
cf the recently disclosed accomplish- 


ments of Frank Johnson, Arcady Farms 
Milling Co., Chicago. He described his 
method for a few friends with W. 
Horace Williams, Gulf Crushing Co., 
New Orleans, kindly playing the part 
cf the alligator. 
TESTIMONIAL (NOT PAID) 
“The Feed Bag golf tees get results. 
TI use them.” 
Signed, Harold A. Abbott 
BILL HOWARD, D. F. Howard & 
Ware, Mass., stopped at French 
Lick returning home from Dallas, where 
he attended the Rotary convention, to 
assist in dispensing Reef Brand hospi- 
tality at the American Feed Manufac- 
turers association convention. Bill says 
he had a lot of fun while ‘on the job”. 
* 
JOE NEWSOME, Newsome Feed & 
Grain Co., Pittsburgh, turned tables on 


Sons, 


HORSE SHOE PITCHYING AWA®DS 

Sprout, Waldron & Co., silver water pitcher— 
E. K. Warner. 

D. W. MeMillen, tour‘st case—F. Raidt. 

The Denver Alfalfa Milling & Products Co., 
lariat—C. N. Barrett. 

American Feed Manufacturers 
Waltham desk clock—V. L. 
pen set—A. Hessburg. 


LADIES’ BRIDGE PARTY AWARDS 


Association 
Marsh, and desk 


C. U. Snyder & Co., sterling silver bowl— 
Mrs. J. E. Riley. 
Bemis Bro. Bag Co., sterling silver center 


piece—Mrs. R. D. Erwin. 
hree Minute Cereals Co., sterling silver 
cream and sugar bowl—Mrs. H. D. Ruhm. 
Spencer Kellogg & Sons Sales Corp., sterling 


silver bon bon basket—Mrs. W. A. Bruce. 
Sprout, Waldron & Co., snake skin ladies’ 
purse—Mrs. W. J. Ray 
D. W. MeMillen, ladies’ purse—Mrs. L. E. 


Hall. 

American Feed Manufacturers Association, 
sterling silver picture frame—Mrs. W. Horace 
Williams; sterling silver salt and pepper set— 
Mrs. Humphrey; ladies’ umbrella—Mrs. 
A. F. Seay, and sterling silver vase—Mrs. E. E. 
Evans. 
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his friends at French Lick and enjoyed 
looking down on them from the top of 
a water wagon. 
MAX NOWAK, Nowak Milling 
Corp., Hammond, Ind., radiogrammed 
his greetings to the convention from 
aboard ship returning from Europe. His 
happy personality was genuinely missed 
and his absence especially noted at the 
Hoosier club. 
BOB EDWARDS, Critchfield & Co., 
Chicago agency, in charge of Albert 
Dickinson Co. advertising, enjoyed a 


few days with the feed manufacturers 
Ok Ok 


HARRY MARSHALL, Washburn- 
Crosby Co., Minneapolis, was golf in- 
structor to the editor of The Feed Bag 
playing his third annual game. The les- 
son seems to have done some good and 
we are now continuing: our lessons and 
practice in Milwaukee, looking forward 
to winning one of the tournament prizes 
next year. 

x 

MINNEAPOLIS feed men sure know 
their horseshoes and must also be cred- 
ited with skill in picking the set-ups. 
There were only six men competing for 
five prizes in the barnyard golf tourna- 
ment and three of the awards were 
taken home to Minneapolis by Earl 
Werner, Archer-Daniels-Midland Co.; 
Ne’l Barrett, Northrup, King & Co., and 
Art Hessburg, Hiawatha Grain Co. 


R. PHELAN, Atlantic Coast Fishe- 
ries Corp., New York City, was on the 
job displaying samples of Atco. It is 
so odorless, your nose couldn’t tell you 
it was fish meal. 

2 


THESE NOTES are being written 
with an Autopoint pencil received from 
Gus Ackerman, Oyster Shell Products 
Corp., St. Louis. Don’t blame the pencil 
if we have made any errors. 


a \ 


Annual gathering at French Lick draws record attendance. 


Everybody is happy. 


Commercial Rations Winning Favor 
Among Progressive Farmers 


HE continued expansion of the 
i commercial mixed feed business 
is most pronounced. In Iowa, 
according to official records, the receipts 
for tax tags has more than doubled be- 
tween 1921 and 1928, showing that even 
the state nearest of all fitted to support 
its live stock with home grown ‘grain 
is appreciating the value of properly 
balancing its rations and the economy 
of mill mixed feeds. 


Consumer Demand Changing 


In 
feed 


New England a large part of the 
stores are equipped with eleva- 
tors for handling bulk grains which 
were ground for the farmers or sold to 
them in the natural state. These equip- 
ments have become largely obsolete and 
represent a heavy loss to the owners 
because their trade now calls for mixed 
and blended feed, a practice which is 
bound to increase. 

In the January issue of the Scientific 
Monthly occurs the statement that in 
1869 the manufacturers of the. United 
States employed less than 1.3 horse 
power per wage earner. In 1922, 3.8 
horse power per wage earner was used. 
This means that in this country in about 
50 years over twice as much power per 
worker was added as had been acquired 
in the previous one or two million years, 
in which the human race had inhabited 
this globe. Since 1922 there has been 
a striking increase in mechanical power 
developed. Its cost has likewise been 
greatly reduced. To further quote from 
the same paper, 

“Thirty years ago, the best steam 
turbine on the market used five 
or six pounds of coal to produce a 
kilowatt hour of electricity; two years 
ago the new unit in Brooklyn used ex- 
actly 1.4 lbs. and the most efficient new 
plant today requires only .85 Ibs.” 


By W. E. Suits 


The cheapness of electric power and 
the ease of its transmission has made it 
more economical for many large manu- 
facturing institutions to buy rather than 
to produce their own power. The Cedar 
Rapids mill of the Quaker Oats Co. 
has for a number of years purch- 
ased its power from the local public 
service company at considerably less 
than the milling company can produce 
it. The Illinois Central railroad Chi- 
cago suburban service is operated on 
purchased power. 

These illustrations demonstrate to me 
beyond a doubt that our industry, which 
can produce feeds better mixed and 
more uniform in quality, can also pro- 
duce them most economically, serving 
the feed consumers with greatest econ- 
omy as well as utility; therefore our 
business must continue and progressive- 
ly increase. 

New Factors in Industry 

An outstanding industrial feature of 
the last year or two has been the very 
considerable number of the flour mill- 
ing institutions that have entered the 
mixed feed business. The Corn Pro- 
ducts Refining Co. has also lately en- 
tered the mixed feed business through 
the purchase of a large interest in the 
American Milling Co., and acquisition 
of the control of C. M. Cox & Co. The 
last mentioned firm is now the New 
England Grain Products Co., owning 
four established mills in New England 
and about 40 retail feed stores. 

The Washburn Crosby Co., now 
owned by the General Mills, Inc., have 
acquired the Sperry Mills on the Pacific 
Coast. They have for years been manu- 
facturers of feeds besides being heavy 
producers of flour. Lately General 
Mills bought the Larrowe Milling Co., 
but it is understood that the latter will 
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continue to operate as an individual unit. 

These very important additions to the 
mixed feed industry can project an 
enormous impetus into the business if 
they will throw their great energy into 
additional research, aggressive promo- 
tional work and advertising. By these 
methods they can assist in converting 
the millions of feeders who still use un- 
mixed home-grown grains and _ staple 
ingredients, into realizing the advantages 
of properly mixed rations as compared 
with those mixed at home or in the lo- 
cal feed store. There is an almost un- 
limited field for these efforts. We be- 
lieve that these powerful and well or- 
ganized institutions will prove a great 
constructive force in increasing the de- 
mand and not be satisfied simply to di- 
vide the present volume built by the pio- 
neers. With this thought in our minds 
we welcome the splendid influence 
which they can exert. 

Character of Retail Stores 


One of the biggest influences affecting 
the prosperity of our business is the 
character of our retail outlets. There 
are many brilliant examples of highly 
efficient and intelligent feed store man- 
agement and my criticisms do not ap- 
ply to that large and growing number. 

Recently Bradstreet indicated in per- 
centages the relative causes for business 
failures, which I quote: Incompetence, 
38.2%; inexperience, 5.6%; lack of capi- 
tal, 30.3; unwise credits, 1.3%; fraud, 
7.0; failures of others, 1.7%; extrava- 
gance, 1.1%; neglect, 1.7%; competition, 
1.1%; specific conditions, 11.3%; specu- 
lation, .7%; total, 100%. 

I presume these reasons apply to re- 
tail feed dealers as well as to the gen- 
eral lines of business and it would seem 
that the percentage of some of these 
causes could be greatly reduced—I par- 
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ticularly refer to the first three: Incom- 
petence, inexperience, and lack of cap- 
ital. Incompetence and inexperience are 
largely due to lack of training and if 
these two can be eliminated in indi- 
vidual instances there would be very 
much less difficulty in securing the nec- 
essary capital to properly handle the 
business. Furthermore the capital re- 
quired can be greatly reduced by the 
simplification of the dealer’s line. This 
is really accomplished by making the 
business largely commercial mixed 
feeds. They can be bought in such as- 
sortments that a single carload will 
make a good working stock and replaced 
as needed at almost express delivery. 
This is against carrying a large and var- 
ied stock of feed ingredients, which must 
be bought in straight carlots to secure 
lowest prices. Extension of long term 
credits to their customers is probably 
the biggest drain on capital. This I be- 
lieve can be materially improved. There 
are many instances of cash stores which 
point the way. 
No Shortage of Concentrates 

Regarding the high protein concen- 
trates, it is interesting to note that the 
exports in 1928 were about 200,000 tcns 
below those of 1927. Last year the ex- 
ports of these commodities were as fol- 
lows: Cottonseed meal and cake, 290,508 
tons; linseed meal and cake, 280,803 
tons; other oil cake and meal, 22,143 
tons. 

This shows that there was an oppor- 
tunity for United States consumers tc 
have purchased around 600,000 tons 
more of these products than we did, so 
that there is no prospect of our finding 
insufficient high protein concentrates in 
the immediate future, assuming normal 
crops are produced. It is easily pos- 
sible to increase the crops of cotton and 
flax, also soy beans. Soy beans ofiers 
one of the big opportunities for increas- 
ing this type of necessary feed ingred- 
ients in the future. 

Trade Press Praised 

We owe much to the grain and feed 
trade press in widening our field. To the 
Flour & Feed magazine, published in 
Milwaukee, we are especially indebted 
for its influence beginning before the or- 
ganization of this association and man- 
fully supporting proper policies in the 
industry ever since that time. The Feed 
Bag, also published in Milwaukee, came 
into this field four years ago and has 
been of much intelligent assistance. The 
flour milling journals, including the 
American Miller and the Northwestern 
Miller, have of late years been devoting 
considerable space to securing increased 
recognition for the mixed feed industry. 
The latest development was inaugurated 
by the publishers of the Northwestern 
Miller in starting a feed paper entitled 
Feedstuffs, to be issued weekly. We 
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wish all of the papers mentioned con- 
tinued success and much prosperity. 

Commercial vs. Home Mixed Feeds 

The mixed feed industry is a true ex- 
ample of the union between applied sci- 
ence and commercial endeavor, the adop- 
tion of 20th century mechanical means 
of meeting age-old needs and the elim- 
ination of back-breaking manual labor 
which dulls the eye and “slants the 
brow.” 

SCIENTIFIC—Many farmers, owing 
to insufficient training or lack of labor, 
cling to the old methods of haphazard 
feeding. Mixed feeds made by respon- 
sible manufacturers are a boon to these. 
They greatly increase the chances of 
profit and success in live stock and poul- 
try feeding. The larger mixed feed 
manufacturers employ scientists of note 
to prescribe their formulas; the smaller 
establishments use the facilities of the 
agricultural colleges. Some of the lar- 
ger manufacturers maintain research 
farms of their own which carry feeding 
experiments and tests further along cer- 
tain lines than the colleges do. Be- 
sides this, their scientific staffs are 
abreast the developments and research 
of the educational institutions. These 
manufacturers likewise carefully analyze 
their ingredients eliminate the 
chance of variable results due to varia- 
tion in quality of ingredients. 

ASSEMBLING—The_ mixed feed 
manufacturer provides ample storage 
and competent buyers who know the 
requirements of ingredients and where 
best to secure them. Some manufac- 
turers bring products from foreign 
countries to supplement the materials 
obtainable in this country. Their selec- 
tion is naturally much more uniform 
than the average feed store can expect 
to maintain and they have an unfailing 
supply, whereas the stock of desired 
ingredients in the average retail feed 
store is often incomplete. 

MILLING—The feed manufacturer 
can naturally produce feeds at the min- 
imum of expense. He has cheap power; 
his mills are so arranged that there is a 
continuous movement from the grain 


bins through the grinding and mixing 


operations to the car door where the 
feed is loaded, practically without hand- 
ling. In many cases he secures a large 
part of his material in bulk, which can 
be stored and moved with much less ex- 
pense than package materials which 
must necessarily be repeatedly re- 


handled. The saving of the loss between 


the cost of new bags in which ingredi- 
ents are usually packed and the value 
of the secondhand bags when empty, 
frequently more than equals the total 
cost of manufacture by the larger insti- 
tutions. They, likewise, plan their mills 
and operations so that certain units are 
operating continuously throughout ac- 
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tive working hours. The saving between 
this system and the spasmodic opera- 
tions of feed store batch mixers or farm 
mixing is great. The modern feed mill 
is equipped with automatic weighing or 
measuring facilities which insure accur- 
acy in formulas. No other practical 
method can do this, without which the 
feeding results will be irregular. 

DISTRIBUTION—The feed manu- 
facturers these days make a complete 
line of rations for live stock and poul- 
try. The retail distributor can get all 
these goods in assorted carlots at the 
lowest freight expense. He can prac- 
tically stock his store from a single car, 
whereas if he is handling the unmixed 
ingredients, he must carry many car- 
loads at a heavy expense of storage, 
insurance, waste, deterioration, and in- 
terest on the investment. For these rea- 
sons the ready mixed feeds of respon- 
sible manufacturers are beyond question 
the most economical for the dealer to 
handle and surer to meet the needs of 
the feeders. 

ADVERTISING — The established 
mixed feed manufacturers are in a po- 
sition to do a great deal of promotional 
work through their regular trade sales- 
men and promotional men, going to the 
farmer who may know the desirability 
of feeding balanced rations but has not 
done so because of the labor and trouble 
of mixing. They also reach the feeder 
who is ignorant on these subjects and 
by convincing him of the desirability of 
using their feed, they accomplish much 
which the educators and agricultural 
press have taught but failed to make 
effective. The advertising methods 
through the press and printed mailing 
matter, addressed to most of the Amer- 
ican farmers have aided greatly in ac- 
complishing the result of converting the 
farmers to the use of properly balanced 
rations, which give the farmers more 
profitable results than the methods 
which were “good enough for father.” 


GEORGE HARTMAN, Elizabeth, 
Ill., has purchased the Morrison Flour 
& Feed Mills, Morrison, Ill., and is 
making extensive repairs before starting 
operations. 


F. P. SPOOR, Arcadia, Wis., has 
purchased the business of the Sherman 
Seed & Feed Co., Chippewa Falls, Wis. 


JOHN A. JOHNSON, Osceola, Wis., 
has purchased the Ernest Olson Feed 
Store, Dresser Junction, Wis. 


HERMAN SCHWARTZENDRU- 
ber, Wellman, Ia., has purchased the 
Farmers Cooperative feed stcre in that 
city. 


i 
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Ohio Grain Dealers Are Optimistic 


Over Farm Relief Outcome 


Large Crowd Gathers at Cedar Point to Celebrate 50th Birthday 
Past Presidents Review Struggles of Association in Early Days 


by a generally pessimistic expec- 

tation of possible effects of the 
new federal farm relief law on the grain 
business could not shut out the sunny 
optimism and progressive spirit, which 
has enabled the Ohio Grain Dealers as- 
sociation to carry on for 50 years, from 
its golden anniversary convention held 
at Cedar Point, June 19 and 20. 

Several scheduled and extemporaneous 
speakers explained the farm relief plan 
which will soon be put into operation, 
calling attention to its entire disregard, 
implied and expressed, for the welfare 
of the grain trade—an industry which 
has been proved by impartial investiga- 
tions to be conducting its business at a 
narrower spread between prices paid to 
the producer and received from the con- 
sumer than the similar toll levied for 
any other commodity. 

Confidence in Government 

But every speaker was not pessimis- 
tic. Many of the veterans in the asso- 
ciation and the industry rose to their 
feet and expressed their confidence in 
our nation—its president and govern- 
ment. Despite the great needs of the 
farmers, which have the sincerest sym- 
pathy and appreciation of the grain 
trade, the majority of the members of 
this 50-year-old organization, which is 
now the Ohio Grain, Mill & Feed Deal- 
ers association, maintains its faith that 
our government will not be so zealous 
in its efforts to help the farmer that it 
will oppress the grain industry. The 
grain trade’s record is a clean and proud 
one and it is held improbable that right 
should be unable to survive. 

The convention was opened Wednes- 
day morning, June 19, with a prayer 
by past president Charles B. Jenkins, 
Noblesville, Ind. William Kennedy, 
secretary of the Sandusky Chamber of 
Commerce, welcomed the Ohioans to 
Cedar Point, calling attention to his- 
toric spots in the vicinity, including the 
little neighboring town of Milan, which 
is Edison’s birthplace and was the great- 
est grain shipping port in the world in 
the ’40’s. 

Fred Watkins, Cleveland, re- 
sponded to Mr. Kennedy’s welcome and 
briefly reviewed the many accomplish- 
ments of the association during its 50 
years of service. He called attention to 
the fact that it was not resting its oars 
and claiming fame on past glory alone 


| are such a dark shadow as cast 


but at the present time had the largest 
membership in its history and is known 
as the biggest state grain trade organi- 
zation in the country. 

“The last decade has shown a greater 
acceptance of the cooperative non-com- 
petitive idea among individuals and 
firms in the grain trade,’ Edgar Thier- 
wechter, Oak Harbor, said in delivering 
his annual address as president. He 
commented on the need for organiza- 
tion being as great or greater at the 
present time than ever before in view 
of the re-adjustment of prices now in 
progress and the problematical results 
expected from the farm relief law. 

Secretary Reports Progress 

W. W. Cummings, Toledo, who di- 
vides his time serving as secretary of 
the organization and an associate in B. 


F. Zahn & Co., concluded the morning 


session with his report showing that the 
association had made a net gain of 44 
members during the past year. He com- 
plimented Dean Clark, Grain Dealers 
Journal, Chicago, for his work in the as- 
sociation’s membership contest in which 
he obtained nine new members for the 
organization. Mr. Clark is not a mem- 
ber of the association, so first prize in 
the contest was divided by Morris 
Maney, Ohio Farm Bureau, Columbus, 
and P. C. Sayles, Toledo, who both se- 
cured six members. The finances of the 
association were reported on a sound 


basis with a balance on hand in the 
treasury of $2,088.55. 
Wednesday afternoon, all the dele- 


gates, guests and ladies at the conven- 
tion were entertained with a boat ride 
on Lake Erie, which included a_ stop- 
over at Put-in-Bay, the historic site of 
Perry’s naval victory during the war 
of 1812. Joe Streicher, Toledo, gath- 
ered a group of orphan boys who were 
also having an excursion on the boat 
together and succeeded in arranging a 
very enjoyable musical program during 
the trip. A few of the delegates opened 
the season at the Reibel house, a resort 
located in the midst of Put-in-Bay’s 
famous catawba vineyards. 

R. I. Mansfield, Bartlett-Frazier Co., 
Chicago, who has been very active in 
watching the progress of farm relief le- 
gislation at Washington, and Charles 
Quinn, Toledo, secretary of the Grain 
Dealers National association, shared 
honors as principal speakers Wednes- 
day evening. They explained all the 
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various features of the farm relief law 
and led a general discussion on the sub- 
ject. 

The real birthday celebration of the 
convention was held during the morn- 
ing session, June 20, when the ‘living 
past presidents of the organization made 
brief addresses telling of the struggles, 
accomplishments and “rump bar room 
conventions” of the old days when Lake 
Erie water was used more exclusively 
for bathing and beer was the favorite 
beverage at Cedar Point. 

Among these past presidents were 
Charles B. Jenkins, 1905-6; Fred Mayer, 
Toledo, 1906-7; E. C. Eikenberry, Cam- 
den, 1912-15; S. W. Swope, Canal Win- 
chester, 1921-22; S. L. Rice, Metamora, 
1923-25 and P. C. Sayles, 1926-28. A 
letter from C. E. Groce, Circleville, 
president during the year 1908-9, was 
read and two other living past presi- 
dents, C. M. Eikenberry, Hamilton, 
1918-19 and E. T. Custenborder, Sid- 
ney, 1922-23, were not present. 

Vote to Change Name 

The final speaker on the convention 
program was Fred G. Smith, of the gen- 
eral field headquarters of the federal 
grain inspectors, Chicago, who discussed 
grain grading and the convention closed 
with passage of two resolutions, and 
election of officers. One of the resolu- 
tions tendered thanks of the association 
to all those who contributed to making 
the convention and the past year’s ac- 
tivities a success and the other changed 
the name of the organization from Ohio 
Grain Dealers association to Ohio Grain, 
Mill & Feed Dealers association. This 
change was made, according to the reso- 
lution, because of the fact that the 
membership of the organization includes 
many dealers in feedstuffs as well as a 
considerable number of operators of 
flour mills and because the industries 
of feed distribution, flour milling and 
dealing in grain have become so closely 
related that the majority of the mem- 
bership is interested in two or more of 
these businesses. 

All officers of the association who 
served during the past year were re- 
elected as follows: Edgar Thierwechter, 
president; O. Perry Hall, Greenville, 
vice-president; W. W. Cummings, sec- 
retary-treasurer and P. C. Sayles; F. R. 
Watkins; E. O. Teegardin, Duvall; L. 
R. Watts, London and R. H. Brown, 
Cincinnati, directors. 
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COMMANDER FLOUR 


means 


| Increased Sales 
and 


Larger Profits 


For the Dealer 


“Better 
Flour” 


“Reasonably | 
Priced” ? 


also 
A Full Line of Commercial and 
Mill Feeds 


Write us about securing Exclusive 
Agency Rights on the complete , 
Commander Line for your territory. 


COMMANDER MILLING COMPANY 


CHAMBER OF COMMERCE MINNEAPOLIS, MINN. 
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CENTRAL RETAIL FEED ASSOCIATION 


CONVENTION SECTION 


: The Picture Story of Four Great Meetings 


OHIO GRAIN, MILL & FEED DEALERS ASSOCIATION 
AMERICAN FEED MANUFACTURERS ASSOCIATION . EASTERN FEDERATION OF FEED MERCHANTS Cae 


} EDGAR HTER A. T. PEN 


| Re-elected president of the § Par-shooting chief of the iG 
© Ohio Grain, Mill & Feed Deal- § Southern Mixed Feed Manu- §% 
j Association. 


facturers 


W. E. SUITS 
» His record of unselfish service % 
. to the feed business stands as | 
a challenge to all who would . 
also work for the good of their A 
industry. L. J. HARTZHEIM . 


should help the Central Retail 
Feed Association break more 
= records this year. 


From northern New York, is 

he’s the new head of the y 

Eastern Federation of 
Feed Merchants. 


His enthusiastic leadership em 


= honors follow him unsolicited. @ 


: 1 trophy. 
A veteran in the feed industry, 
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“A True Value flock” nine weeks old t 


Ar conventions or at the store, feed J 
dealers recognize True Value Poultry 
Mashes as a standard of quality. It is 
only because their customers have had 
such excellent success as shown above 
that this superiority is known. 


This is the kind of evidence which 


“L makes dealers certain of the loyality of ls 
<I their feeders. Increase your trade F 
steadily and surely with... 


} do 


True Value Feeds. li 


MANUFACTURED AND GUARANTEED BY lc 


MILLING Co. 


MILWAUKEE, WISCONSIN 
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presented F. E PARKER won an 


@ Atlas car mover in mem- 


a \essom ” 
Collections. 


D. R. MIHILLS—A new mem- 
ber of the State Fair Board. 


TREASURY GUARDS 
Colby Porter, new treasurer, 
and his favorite dog. 


HE’LL CATCH-UP NEXT Retiring President F. Kernf 
YEAR—Mr. and Mrs. T. R. shakes hands with new presi-f 
Evenson. 


a RAY FARLEY — Presi- 
dent, Retail Feed Dealers 
Of Janesville and Vicinity. 


m OFFICERS ALL—Colby Porter, C. D. McArthur, 
J. L. Kleckner, Gus Nietmann, F. Kern, David K. 
Steenbergh, J. A. Becker and L. J. Hartzheim. 


~ 


tral Retail 


ANOTHER PRIZE WINNER | 
r. and Mrs. H. A. Cuff, Portage. 


i 
WHO’S MAKING ’EM SMILE—W. G. Haertel 


Says it’s the Millers, R. Opsal admits it’s the Miss. 


THE LADIES ENJOYED a bus 
trip along Milwaukee’s boulevards. 
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Wisconsin’s Oldest and Largest 
Feed Manufacturers 


Approximately 30 years ago, “Badger Dairy Feed,” 
Wisconsin’s first commercial molasses feed was made 
at our plant and became popular throughout thecountry. 
Since that time we have added other lines of feeds and 
now manufacture a complete line of Poultry, Horse, 
Steer, Hog, Dairy and Stock feeds and the well-known 
Koo Koo Mashes and Amerikorn Dairy Ration. 


Our years of experience, modern equipment and chemi- 
cal laboratory for experimental work assure dealers 
of a superior line of feeds easy to sell because of their 
high quality and reasonable price. 


Write for particulars on how you can increase your 
profits by selling our feeds. 


CHAS. A. KRAUSE MILLING CO. 


Milwaukee Millers and Manufacturers Wisconsin 
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OVER THE RIVER WE MUST GO 
A group at the second tee. 


. 


Ka 

CHARLIE AND JACK 

In other words, C. F. Kieser 

. H. H. Ladish, E. E. Evans and J. W. Jouno. AT THE EIGHTEENTH TEE—J. L. Marshall, 


PAR GOLFERS, if it = lasted four holes — 
R. Craig. 


THEY DIDN'T PLAY GOLF 
S. T. Edwards and G. Schmierer. 


ONLY ONE CADDY FOR THE FOUR OF US ¥ 
R. T. Beatty, H. J. Bergman, L. C. Newsome, 

H. L. Reinshagen and A. W. Bosworth. 
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Kasco 


WAVERLY,NY. TOLEDO.OHIO 


Three Thoughts 
For Ohio Feed Dealers 


1. Why not join the Ohio Grain, Mill, and 
FEED DEALERS Association?---Y our 


Organization. 


2. Why not read The Feed Bag regularly, 


and follow official reports and news of 
the Association? 


3. Why not handle KASCO Feeds, and get 
high quality, attractive prices, and 
SUPERIOR SERVICE, due to our Ohio 


location, and close co-operation with Ohio 


Dealers? 


Kasco complete mixed car service 
is at the front door of Ohio and adja- 
cent territory. We solicit your busi- 
ness on the merit of KASCO Feeds, our 
advantageous location, and the help- 
ful and practical service we can give 


KASCO Dealers. 


Our Ohio Representatives will gladly serve you:— 


B.A. Toledo, Ohio 
Toledo, Ohio 
S. G. DOUGHTEN.......Stryker, Ohio 
G. W. STANDISH....... Oberlin, Ohio 
J. A. CHESHIOLM....... McKean, Pa. 
Pittsburg, Pa. 
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O DEALERS 
; 
Cedar Point, June 19-20 


OHI 


ON THE COOL LOWER DECK 
Rey Returning from excursion to Put-in-Bay. 


E. WATKINS} 
One of the 


Convention 


EMR. AND MRS, E, C. EIKENBERRY 
He was president in 1912-15. 


THE FARM BUREAU—Morris Maney py 
and Mr. and Mrs. D. M. Cash. ; 


L. E. BOPST 


Secretary, Association of 
Feed Control. Officials. 


Some More Folks. at French Lick 


J. Ps PARKS — Kansas City’s 
contribution to the feed industry. 


oma 

W.H. WILLIAMS 
The “H” might well 

stand for hospitality. J 


THE FEED BAG—JULY, 1929 Page Twenty-nine 


OWN on the Mississippi, the darkie 
laborer’s philosophy was summed up 
in the song “OIl’ Man River—he must know 
sumpin’ but don’t say nuthin’; he just keeps 
rollin’ along.” 


Fads and fancies have come and gone in 
the feed business but like Ol’ Man River, 
Larro Feeds just keep rollin’ along. 


Fifteen years ago people said, “267 protein 
is necessary in a good dairy feed.” Larro 
experiments proved that safest and best 
results would come from 20% protein — 
and Larro was made that way. Today most 
authorities agree that 20°), is right—and 
some are even wondering if it is too much. 


The fad for lime in dairy food has come and 
gone. Digestible nutrients have had their 
fling—and now everybody knows thatqual- 
ity and not digestible nutrients is what 
makes a feed profitable. 


Other fads will come and go but like OI’ 


Man River, Larro Feeds will just keep rol- 
lin’ along—until somebody advances a new 
feeding idea which can be proved better by 
the Larro Research Farm. Then, and then 
only, will Larro formulas change. 


Unproved theories, fads and fancies de- 
signed as selling points to catch public favor 
—regardless of their feeding value —have 
never had a place in the Larro program. 
One thing only is paramount with Larro 
Feeds—they must show feeders the biggest 
profit over feed costs. 


That is why Larro dealers everywhere will 
tell you that when feeders once try Larro 
Feeds, they seldom change to other brands. 
And the way to a highly profitable retail 
feed business is through feeds that bring 
customers back to your store over and over 
again. 


Make Larro Feeds—and the service behind 
them your leader Then your profits, like 
Or Man River, will just keep rollin’ along. 


THE LARROWE MILLING COMPANY, DETROIT, MICH. 


FEEDS THAT DO NOT VARY 
FOR COWS HOGS POULTRY 


THE FEED BAG—JULY, 1929 


, 

| 

| 

Page Thirty 


TWO DEALERS WITH A PIRATE CREW BSMMN. Y., from Gananoque, Canada.§ 
~ J. A. Cox, C. P. Clark, and W. M. Croul. (iiitewems 2 


~~ Thousand Island House, 27-28 


WL. FREEMAN LITTLE 
With the Miracle cold 


LADIES entering bus for sight-seeing demon- 


trip to Clayton and Watertown. 


uckK! 
erze congratulates 
M. 


CHAS. M. STRUVEN 

EUSER Donor of the prizes. 
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G. W. Hosie and j. D. 


Why Feed Dealers 
find Reef Brand a 


“fast” seller ... 


25% more Eggs.. 
Increase of 2 to 4 dozen “extra” \ 
eggs a year from each hen. 


More Profit .. 


For eggs with strong, firm, even 
4 shells. 


Digestible . . 


Reef Brand is completely digested \ yates 
in 8 hours—4 hours faster than 100 Lbs Net 
any other oyster shell or substitute. Weight. 
Clean.. 
Triple washed, triple screened and 
kiln dried ... Reef Brand is free 
in from all animal organism. 
Keep Reef Brand in stock. Have it on hand when there is a call for . 
it. Reef Brand is easy for youto handle. No trouble to keep in 
stock. Can be stacked anywhere, without attracting rats or mice. f 
Reef Brand is shipped to you in new, strong, machine sewn burlap 
bags. No waste. No breakage. 
Let us send you full information about this profitable oyster shell. 
Write today— 
GULF CRUSHING CO., INC. 
NEW ORLEANS, U.S.A. 


REGISTERED U.S. PATENT OFFICE 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 
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SER VICE—PROFIT—-TURNOVER 


1. Service 


It’s perfectly: natural that a dealer in feeds should WANT what he 
WANTS when he WANTS it. 


More than twenty-five years agowhen Harold A. Abbott first started the 
Globe Feed business for The Albert Dickinson Co., he vowed a solemn vow 
that PROMPTNESS would be an element in the success of the business. 


He has stuck to that vow through all the years and has built up a repu- 
tation for Globe Feeds throughout the entire feed trade for making shipments 
more promptly than any other feed concern. 


Globe Feed Merchants appreciate this prompt service. 


2. Profit 


Globe Feeds produce such tremendously satisfactory results for the con- 
sumer, that Globe Merchants have no difficulty in maintaining a good mar- 
gin of profit on their feed sales. 


These satisfactory results please the consumer and constantly build 
‘*good-will” for the feed merchant, thereby increasing his sales of other pro- 
ducts and again boosting his profits. 


3. Turrvover 


The constant assistance supplied by The Albert Dickinson Co. thru high- 
class resales effort, educational literature and advertising, coupled with satis- 
factory results to the consumer mean a rapid turnover for the feed merchant. 


Globe salesmen will be glad to explain the entire Globe plan to you at 
any time. Use the Coupon. 


4, 
CKI = 0 N5 THE ALBERT DICKINSON CO. 


Chicago, Ill. or Minneapolis, Minn. 


Please have your salesman call and give me complete infor- 
mation regarding the Globe Dealership. 


Name 


Street 


City. State 
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DICKINSON’S GLOBE FEEDS 


~~ 10U 
can depends 
thename 
MEDAL 


Wherever feeders talk about feed—or house- 
wives mention flour—you are sure to hear 
them say—“You can depend on the name 
‘Gold Medal’ 


It isn't just an accident that causes more women to demand 
Gold Medal Flour than any other brand, nor is it an acci- 
dent that enables Gold Medal Feeds to put the most dollars 
of profit into the pockets of farmers. 


Gold Medal Feeds have proved their profit making ability 
through actual farm tests. They are strictly quality feeds 
—the kind that bring customers back to your store over 
and over again. And Gold Medal advertising makes Gold 


Led 


Medal Farm-tested feeds known wherever feeds are sold. 


That is why Gold Medal Products pay dealers best. 


If you want the profit and prestige that go with the Gold 
Medal line, write us for details. 


You will do it eventually—why not now? 


WASHBURN CROSBY COMPANY 


Minneapolis ’ Kansas City ’ Buffalo 


MEDAL Feeos 
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Here and There with the Feed Trade 


More Than 100 Personals in Each Issue of The Feed Bag 


C. B. MOTT, Minneapolis, has been 
appointed manager of the Milwaukee 
branch of the Washburn Crosby Co., 
Inc., succeeding H. B. Smith, resigned. 
Mr. Mott was formerly in charge of the 
Grand Rapids and northern Michigan 
territories. 


RICHARD McBRIDE, Mapleton, 
Minn., formerly manager of the Equity 
Elevator Co., has accepted a position as 
buyer for R. E. Jones Elevator Co., 
Slayton, Minn. 


FRANK HAIGH, Earleville, Ia., has 
leased the elevator and feed mill of H. 
J. Pitcher for a year. 


FEED KING CORP., Minneapolis, 
is the name of a new firm recently in- 
corporated under the laws of Minnesota 
by George Neis, George Schrethe and 
Andrus Kidder. 


HUGH HUMPHREYS, L. B. Lovitt, 
S. E. Rison, Charles P. Reid and W. R. 
Smith-Vaniz were elected directors of 
the Clearing House association of the 
Memphis Merchants’ Exchange at its 
first annual meeting held recently. The 
organization is in charge of trading in 
cottonseed and meal and now has 59 
members in all parts of the country and 
representing every branch of the trade. 


P. Donahue, Milwaukee 
Grain Man, Retires 


Patrick P. Donahue, Donahue-Strat- 
ton Co., Milwaukee, for 30 years a lea- 
der in the grain, flour and feed business, 
retired June 29 from active participa- 
tion in the management of the firm. He 
will retain, however, a substantial finan- 
cial interest. 

Mr. Donahue and H. M. Stratton or- 
ganized the Donahue-Stratton Co. in 
1910. Previous to this, Mr. Donahue 
was connected with Charles R. Lull & 
Co., and earlier was engaged in the mill- 
ing business. He served one term as 
president and two terms as vice-presi- 
dent of the Milwaukee Chamber of 
Commerce and was also a director. 

Mr. Donahue has no definite plans for 
the future. The firm will continue as 
heretofore, but under the direct manage- 
ment of Mr. Stratton who will be as- 
sisted by a corps of old employees who 
have been with the firm many years and 
have acquired an interest in the com- 
pany. 


JOSEF MUELLER, president of the 
Buerger Commission Co., Milwaukee, is 
making a three months’ tour of Europe. 


R. W. CHAPIN, Chapin & Co.,, 
mixed feed manufacturers, Hammond, 
Ind., celebrated his birthday on June 


11. 


J. HOWARD MALLON, formerly 
associated with the Froedtert Grain & 
Malting Co., Milwaukee, has accepted 
a position with J. J. Bittel & Co., Chi- 
cago. 


JOSEPH STAINSZEWSKI, Pound, 
Wis., purchased the feed mill and flour 
and feed business of Otte Koenig in 
that city. Mr. Koenig has moved to 
Appleton, Wis., but has not announced 
any plans for the future. 


CLARENCE M. HARDENBERGH 
has resigned as president of the South- 
western Milling Co., Kansas City, to 
become vice-president of the Comman- 
der-Larabee Corp., Minneapolis, effec- 
tive July 1. 


O. W. NIEBUHR, feed dealer at Fall 
Creek, Wis., discontinued business June 
1. No plans have been made for the 
disposition of the property and Mr. Nie- 
buhr is still undecided at what he will 
do in the future. 


DAVE ROSENHEIMER, Kewas- 
kum, Wis., made an auto trip to Den- 
ver, Colo., recently to look over some 
western lands. He reports that his 
firm’s business has doubled since the in- 
stallation of grinding equipment. 


HUBBARD MILLING CO., Minne- 
apolis, plans to erect a building to house 
its feed milling activities. The firm 
began the manufacture of poultry, hog 
and live stock feeds last winter and 
has been marketing them under the 
trade name of Hubbard’s “Sunshine” 
feeds. 


AMERICAN MILLING CO., Peo- 
ria, Ill., through its subsidiary, the New 
England Amco Service Stores, Inc., has 
actually started the operation of a chain 
of feed stores in Wisconsin. Its store 
at Oconomowoc, Wis., is managed by 
A. Miller, who formerly conducted a 
feed business at Richland Center, Wis. 
Adam Stark is manager of the store at 
Hartford. The stores are operated on 
a strictly cash basis. 
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ANTON KRASON and Miss Doro- 
thy Zilke, both of Milwaukee, were mar- 
ried June 29. “Tony” is associated with 
Deutsch & Sickert Co. 


DAVE R. GOODMAN, formerly as- 
sociated with the National Bag Co., 
Minneapolis, has resigned his position 
and started in business for himself un- 


der the firm name of Goodman Bag 
Co. 


H, ZACHARIAS, Camp: Hill P2:, 
will erect a large mill and elevator at 
Rossmoyne, Pa., replacing a mill form- 
erly operated by the same interests at 
3randtsville, Pa. The latter mill was 
destroyed by fire last year. 


LEONARD FISHER, con- 
ducted Fisher & Sons Flour & Feed 
Co., Buffalo, for many years, died in 
his home recently. He succeeded his 
father as operator of the company in 
1899, retiring three years ago to turn 
the business over to his son, Oliver. 


OTHELLO A. HUFF, 71, for many 
years engaged in the wholesale and re- 
tail feed business in Kent, Ohio, died 
June 19, in his home in Jamestown, N. 
Y., where he had lived since retiring 
from active commercial life. 


Hugo Teweles, Pioneer 


Seedsman, Is Dead 


Hugo Teweles, president of the L. 
Teweles Seed Co., Milwaukee, died June 
11, after an illness of only two weeks. 
He was born in Sheboygan in 1872 and 
came to Milwaukee in 1884. 

Mr. Teweles succeeded his father as 
president of the firm upon the latter’s 
death some years ago, and was assisted 
by his brother, Max and his sons, Law- 
rence and Richard, in the management 
of the firm, which was founded in 1863. 

He was widely known in Milwaukee 
business circles and was a member of 
the Milwaukee Athletic club and the 
Milwaukee Chamber of Commerce. He 
was an active and familiar figure at the 
grain exchange until shortly before his 
death. Many seed, feed and grain firms 
were represented at his funeral on June 
13. 

The aims and ideals which Mr. Tew- 
eles established during his long, suc- 
cessful business career will be carried 
on by his sons, Lawrence and Richard, 
and his brother, Max. 
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SeEvLLING THE Farm MarkKET 


THE PROGRESSIVE FIRMS ARE HELPING YOU MAKE MORE SALES 
TO FARM PEOPLE IN WISCONSIN THROUGH CONSISTENT 
ADVERTISING IN 


WISCONSIN AGRICULTURIST and FARMER 


consolidation of The Wisconsin Agriculturist and Wisconsin Farmer — 
prominent manufacturers, are by their advertising, reaching the Wisconsin 
farm market and increasing sales of their products. 


| ‘'HROUGH Wisconsin Agriculturist and Farmer—formed by recent 


This advertising is the most effective co-operation manufacturers can of- 
fer to their distributors and salesmen. 


Wisconsin Agriculturist and Farmer reaches more than four out of every 
five Wisconsin farm homes. It is read in those homes, and it has the confidence 
of the readers. 


Below is a list of well-known feed companies who are using space in our 
columns in July. They are telling Wisconsin farm people — your customers — 
about their products and helping their Wisconsin dealers and salesmen increase 
sales. 


American Milling Company 
(Amco Feeds) 


Arcady Farms Milling Company 
(Stock & Poultry Feeds) 


Corn Products Refining Company 
(Diamond Corn Gluten Meal) 


Gulf Crushing Company 
(Reef Brand Oyster Shell) 


Dr. Hess & Clark, Inc. 


(Dr. Hess Poultry Pan-a-ce-a) 


International Sugar Feed Company 
(Stock & Poultry Food) 


Linseed Crushers Meal Adv. Committee 
(Linseed Meal) 


Penick & Ford Sales Company 
(Douglas Corn Gluten Feed) 


Ralston Purina Company 
(Poultry & Stock Feeds) 


WISCONSIN 
RACINE AGRIC | URIS WISCONSIN 
and FARMER 


“The Only Weekly Farm Paper Owned, Edited and Published in Wisconsin” 


Page Thirty-six THE FEED BAG—JULY, 1929 


* 


Future Will Bring 
Many Changes 
To Commercial Feed 
Industry 


By Earl Weaver 
Professor of Dairy Husbandry, Iowa State College 


HE mixed feed industry as we 

: know it, is comparatively new. 

From my position as an onlook- 
er, I can see momentous changes in 
recent years. But the future is bound 
to develop circumstances which will ne- 
cessitate even more changes, readjust- 
ments with greater resultant progress 
than has occurred in the past. 

Feeding Knowledge Changing 

A few of these circumstances that are 
bound to develop occur to me. The 
feed manufacturer will be continually 
confronted with new problems as new 
ideas on feeding arise. Our present 
ideas on feeding are to quite an extent 
a result of scientific research in nutri- 
tion. And there are going to be some 
new ideas. There must be. Our re- 
search workers have scarcely dented the 
surface in the field of nutrition. They 
have a lot of questions to answer yet 
and every one of them realizes his task 
is to answer one or more of these ques- 
tions. 

When the new ideas come the feed 
industry will have to adopt and success- 
fully use them if they are good. This 
will naturally provoke problems that the 
industry must solve. The successful 
ones in the industry will be those men 
with initiative, vision and foresight suf- 
ficient to appreciate the possibilities in 
the new ideas and with determination 
and support sufficient to develop these 
possibilities. 

New Ingredients for Old 

Then I can foresee other problems 
that will continually confront the feed 
manufacturer. Some feeds which we 
now have and which can be incorpor- 
ated into mixed feeds are gradually 
growing scarcer. Other new possible 
ingredients are appearing. Reducing or 
abandoning one ingredient, finding a 
compensating one and preserving or im- 
proving all the while the value of the 
product is certainly to continue as an 
acute problem. 

There are changes taking place in 
consuming areas. My own state is in- 
creasing her dairy cattle population. 
Since 1920 the number of dairy cows 
in Iowa has increased 17 per cent. Some 


other important dairy states have shown 
some decrease. The average lowa cow 
is producing about 80 per cent mere 
than in 1920. More cows and _ better 
cows constitute an increased demand 
for feed. Jowa farmers are not them- 
selves producing more farm grown feed 
than they were in 1920. . 
Feed Consumption in Iowa 

In Iowa, in the fiscal year 1920-1921, 
there were 164,226 tons of mixed feed 
sold. In 1928 the figure was 413,495 
tons, or two and one-half times as much. 
Iowa is more of a market now than in 
1920. The upward trend in dairy feed 
consumption is likely to continue and 
the situation in Iowa is typical of that 
in other mid-western states. Since feed 
consuming areas are changing, readjust- 
ments in the distribution of feéds are 
necessary. 

Another changing condition is that 
pertaining to the changed relationships 
between the dealers and consumers, in 
which relationship the manufacturer is 
definitely involved. 

Nowadays, the dealer’s place of busi- 
ness is not only an establishment from 
which a farmer can get a batch of feed 
and then pay for it, but it should be 
also an institution to which a farmer 
can go for reliable, dependable service 
on his feeding problems. The present 
day successful dealer should know the 
problems that confront the livestock 
feeder. He should have such training 
or experience as would enable him to 
advise the farmer wisely. 

Dealers Must Know Feeding 

This requires that the feed dealer 
must have some knowledge of the fun- 
damentals of nutrition. The better deal- 
er will carry a complete line of feeds 
for varying purposes. <A certain feed 
will fit a certain farmer’s case. The 
dealer must see that this feed is sold. 
Any old feed will not do. 

Furthermore, the dealer must advise 
sensibly how the feed is to be used. He 
must not over-sell it or there will be 
disappointment and even opposition. He 
must encourage the farmer to employ 
good practice in managing the herd as 
well as in feeding it. If, while a dealer 
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CHESTER W. CHAPIN 
Mr. Chapin, Chapin & Co., Hammond, 


Ind., is the newly elected vice president of 
the American Feed Manufacturers associa- 
tion. 

sells feed, he also makes a more cap- 
able dairyman along other lines the suc- 
cess of the dairyman will reflect even 
more credit on the feed than can right- 
fully be attributed to it. Such dairymen 
will in most cases give all the credit to 
the feed. That is good fortune for that 
line of feeds. It is good advertising. 
Also, and of vastly greater importance, 
it is service. 

Liberal Feeding Endorsed 

The idea of liberal feeding is old but 
sound. Scientific evidence and practical 
experience proves that it is fundamen- 
tal. Yet it needs a lot of endorsement 
for a great many dairymen ignore it. 

The underfeeding of the good cow is 
a common error. There has grown up 
in the minds of many farmers the mis- 
conception that the duties of a cow are 
not strenuous, that her chief task is loaf- 
ing and that she can subsist and produce 
upon whatever is on hand. When the 
quantity of feed is limited, there is the 
attitude that the cow will get along 
somehow. 

Actually, the well-known behavior of 
cows under such circumstances is large- 
ly responsible for this attitude of indif- 
ference toward them. The cow has let 
it be generally known that she was dis- 
posed to get along somehow even 
though her supply of feed was most in- 
adequate. If it was natural for a cow 
to stop milking just as soon as her 
owner puts her on a starvation ration 
there would be fewer under-fed cows. 
When the gas tank in the auto runs 
empty it stops and immediately the 
need for a new supply is appreciated. 
On the other hand, the cow sacrifices 
her own body, curtails her production 
and makes a little milk. Her yield is 
not profitable, however, and her owner 
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15.0 Protein 
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Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
White Hominy Feed 
(7% Fat) 
Unground Oat Hulls 
Reground Oat Hulls 
Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 
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unconsciously suffers the consequence 
of his own indifference. 

There are several reasons why cows 
are underfed. Our analysis of the sit- 
uation leads us to believe that the chief 
reason is that a majority of men, while 
they know that increased feed will re- 
sult in more milk, are not yet con- 
vinced that this increased yield will jus- 
tify the feed cost. They believe that a 
low feed cost is the ultimate aim in pro- 
fitable dairying. Economy and thrift in 
selecting rations are indispensible for 
profit; extravagance and wasteful expen- 


. ditures for unnecessary feeds are to be 


avoided, yet false economy which per- 
mits the cow little better than a starva- 
tion ration is unprofitable practice. 


EDITORS NOTE: A second installment of 
Professor Weaver's address, delivered at the 
American Feed Manufacturers association 
convention, French Lick, Ind., June 7, will 
be published in the August issue of The 
Feed Bag. 


BENTLEY DADMUN, Dadmun Co., 
Whitewater, Wis., and family, while 
motoring in the East, had a serious ac- 
cident near Buffalo. All of the occu- 
pants of the car suffered only minor in- 
juries but the car was completely de- 
molished. Mr. Dadmun purchased a 
new car to continue the trip. 


FARMERS SUPPLY CO., Clarence, 
Ia., has purchased the two elevators 
and feed and seed business in this city 
from Wilder-Murrell Grain Co., Cedar 
Rapids, Ia. 


HARLAND FLOUR & FEED CO., 
Minneapolis, added another elevator 
and feed store to its rapidly growing 
organization recently when it purchased 
the elevator and stock of the Farmers 
Cooperative Elevator Co., Faribault, 
Minn. August S. Harland is president 
and E. H. Martin secretary of the ‘firm. 


WISCONSIN HAY CROP 

Walter H. Ebling, agricultural statis- 
tician for the Federal and State Crop 
Reporting Service, Madison, Wis., re- 
ports that the outlook for a satisfactory 
hay crop is much better in Wisconsin 
this year than in the United States as a 
whole and that it will be much larger 
than last year’s crop. 


UNITY CHAIN STORES 

Unity Mill Service Co., Minneapolis, 
has been incorporated with a capital 
stock of $100,000 to own and operate a 
chain of feed stores in Minnesota. The 
incorporators are H. B. Smith, J. R. 
McNamara, H. W. Vinton, W. H. Cun- 
ningham and C. Wells. The firm has 
opened a first store at Faribault and is 
constructing another at Grand Rapids. 
Additional stores will be opened in 
Minnesota towns within the next few 
months. 
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Profitable Poultry, Dairy Rations 
Discussed at Feeding School 


Session Proves Popular With Dealers at Central Convention 
Professors Halpin and Bohstedt Answer Many Feed Questions 


ROFITABLE rations for dairy 
P cows and poultry were analyzed 

and discussed at the “Busy Deal- 
ers’ Feeding School” conducted by 
Profs. J. G. Halpin and G. Bohstedt, 
University of Wisconsin, Madison, at 
the Central Retail Feed association con- 
vention, Milwaukee, June 5. The school 
was the third to be held by the organi- 
zation and was even more popular than 
the preceding years’ sessions. 

Professor Bohstedt opened the course 
with a lecture on dairy feeds and 
stressed the importance of feeding grain 
mixtures to cows on pasture, illustrat- 
ing his points with large charts. 

Pastures Lack Carbohydrates 

“Pastures,” he said, “are mainly defi- 
cient in carbohydrates. Green grass 
fails to give the cow sufficient energy to 
produce. Pasture is approximately 20 
per cent protein and therefore does not 
require a grain mixture that is high in 
this element. The grain ration should 
be tapered down gradually as the pas- 
ture matures. A cow that produces 30 
pounds of milk on grass daily should 
receive at least four pounds of grain. 
The amount should be increased in pro- 
portion to her production.” 

Professor Bohstedt pointed out that 
pasture minerals were highly assimil- 
able and gave the cow an opportunity 
to store them up in her body during the 
summer season so as to tide her over 
the period when grass was not avail- 
able. He also suggested feeding iodized 
salt or other minerals to the animals in 
addition to pasture. 

“On dry rations,’ Professor Bohstedt 
explained, “the cow does not store up 
her minerals as wel!. It is, therefore, 
wise to allow her to consume and store 
up a sufficient amount during the pas- 
ture season. 

Vary Ration With Production 

“Whether they are producing or not, 
cows require a certain amount of feed 
elements to keep life in their bodies,” 
said Professor Bohstedt. “The boarders 
charge just as much overhead as the 
animals which are producing highly. 
The ration for a dry cow should there- 
fore be different than that which is fed 
to a milker.” 

Professor Bohstedt recommended the 
following table to guide dealers in de- 
termining how much feed is required 
by 1,000 and 1,300 pound cows accord- 
ing to their production: 


NUTRIENTS REQUIRED BY COWS 
PRODUCING 3.5 PER CENT MILK 
AND BY DRY COWS 


Weight Weight Digestible Total 
of of Crude Digestible 
Cow Milk Proteins Nutrients 
1000 Dry 0. 7.9 
Pounds 20 Ibs. 1.9 
30 lbs. 1.7 to 1.9 | 13.6 to 14.2 
40 lbs. 2.7 to 3.1 19.2 to 20.6 
1300 Dry 91 10.3 
Pounds 20 lbs. 1.9 to 2.1 | 16.0 to 16.6 
30 Ibs. 2.4 to 2.7 | 18.8 to 19.8 
40 lbs. 2.9 to 3.4 | 21.7 to 22.9 


Professor Bohstedt complimented the 
commercial feed industry and declared 
that it was serving a useful purpose in 
modern farming. He pointed out that 
it was utilizing by-products which 
would otherwise never be used and con- 
verting them into valuable feeds. 

Halpin Displays Specimens 

Interest in the lecture given by Pro- 
fessor Halpin was increased by a dis- 
play of mounted specimens of hens and 
pullets which he brought with him to 
show the effects of improper feeding 
methods and housing conditions. 

Necessity of sunshine or a substitute 
such as cod liver oil to supply vitamin 
D was illustrated by mounted specimens 
of two chicks which Professor Halpin 
exhibited before the dealers. Both of 
the birds had received the same rations. 
The chick which was allowed sunshine 
was strong and healthy, while the speci- 
men which was secluded indoors was 
hardly a handful and badly affected 
with rickets. 


Importance of Cod Liver Oil 

Two other chickens were then ex- 
hibited. Both were kept out of the sun- 
shine but one of them was fed cod liver 
oil. This bird was compared to the 
strong, healthy specimen which was al- 
lowed sunshine. The chick which did not 
receive cod liver oil was stunted and dis- 
eased like the specimen which was kept 
cut of the sun. With the two examples 
as evidence Professor Halpin stressed 
the necessity of supplying vitamin D in 
the poultry ration either by means of 
cod liver oil or direct sunlight. 

Effects of feeding yellow and white 
corn were shown with specimens of three 
white leghorns. The first of the trio 
received yellow corn, the smallest and 
most stunted did net, while the third 
received barley and alfalfa meal as a 
substitute. All of the specimens were 
cf the same age. Professcr Halpin, by 
referring to the hens, pointed out that 
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vitamin A which is found in yellow corn 
and not in white is also necessary in a 
good ration. 

Following are the questions asked by 
dealers during the session and answered 
by Professors Halpin and Bohstedt: 

What is the difference in food value 
between alfalfa and timothy pasture? 

Timothy pasture, while it is growing, 
approximates the protein content of le- 
gumes such as alfalfa. 

Would you advise mixing cottonseed 
meal with linseed meal to bring up the 
protein content? 

The quality of the protein in each 


is equal. Mixtures, however, often 
give better results. 
x 


Are the protein contents of green 
corn different than mature corn when 
it is made into silage? 

The proteins of green corn suffer a 
loss in turning to silage because of the 
high degree of fermentation. Protein 
in mature corn, on the other hand, ap- 
pears to be more resistable to digestion. 

How does sweet clover compare with 
corn? 

Sweet clover has a higher protein 
content. I do not look upon legumes 
in the silage form as favorably as in 
the hay stage. 


How can we put across to the farmer 
the idea of feeding grain with pasture 
during the summer? 

Just keep hammering away. You 
have the best feeding authorities to back 
you. 

* * * 


Can you tell the sex of white leghorn 
baby chicks? 

No accurate method of determining 
the sex of baby chicks is known. The 
Japanese boast of a plan but this is not 
always reliable. Cockerels among baby 
chicks usually have a slightly larger 
head development. 

kk 


Can a chicken 12 weeks old which 
has been stunted in growth by wrong 
feeding and housing methods be built 
up by correcting conditions? 

The chicken can be built up bodily 
but she will never reach the egg pro- 
duction figures that would have been 
possible with a good start. 
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Startling, Savings Now Possible 
in Buying Cod Liver Oil 
of Guaranteed Vitamin Potency 


Alert manufacturers are making startling 
savings through economies made possible by a 
famous process for extracting from cod liver oil 
the antirachitic element, commonly known as 
Vitamin D. This process was developed by 
Dr. Theodore F. Zucker of Columbia Univer- 
sity. The patent was assigned to University 
Patents, Inc., a subsidiary of Columbia Uni- 
versity. The National Oil Products Com- 
pany is the sole licensee under this patent in 
the United States, Canada and Newfoundland. 


Through the use of this patented process, 
we are able to produce a concentrate of the 
antirachitic factor that is many hundred 
times more potent than the best obtainable 
natural cod liver oil. By adding various 


quantities of this concentrate to high grade, 
steam-rendered cod liver oil, we are able to 
produce three products which completely 
revolutionize the use of cod liver oil by feed 
manufacturers. 


Ten pints of Nopco Fortified Cod Liver 
Oil, five pints of Nopco X or 2} pints of 
Nopco XX will protect a ton of feed against 
Vitamin D deficiency, reduce. mortality, pro- 
mote growth, increase egg production, improve 
egg shell texture and increase hatchability. 


These statements are not vague claims. 
They are facts verified by experimental tests. 
Let us tell you more about these unusual 
products. . 


NATIONAL OIL PRODUCTS CO., Inc. 


Executive Office and Factory: 36 Essex St., Harrison, N. J. 
Boston, Mass. Chicago, Ill. 


St. Johns, Newfoundland 


BOX 318 
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Grinds Cheaper Because 
It Uses Less Power 


No method of grinding ordinary grains has been found 
that takes so little power as that of attrition grinding. 
That coupled with the fact that the Monarch is built to 
serve a lifetime makes a Monarch Ball Bearing Attrition 
Mill a most profitable investment. Write for Catalog D. 


9 Sizes to Choose From. 


SPROUT, WALDRON & Co. 


MUNCY, PA. 


Chicago Office, 9 So. Clinton St.; Kansas City Office, 612 
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Eastern Federation 
Elects McIntyre 
At Thousand Isles 


Convention 


ORE than 300 persons, feed 
M merchants and their families, 

met at Alexandria Bay, N. Y., 
June 27 and 28, for the most enthusias- 
tic convention ever held by the Eastern 
Federation of Feed Merchants. The en- 
thusiasm reached its height when Fred 
M. McIntyre, Potsdam Feed & Coal 
Co., Potsdam, N. Y.; was elected presi- 
dent to succeed W. Sanford Van Derzee, 
Albany, N. Y., who had served for seven 
years. 

The delegates began to arrive .early 
on June 26 to have an opportunity to 
enjoy the scenic grandeur of the St. 
Lawrence river and the Thousand is- 
lands, and the convention committees 
and directors held a special meeting that 
evening. Early on June 27, the regis- 
tration clerks began listing the dele- 
gates and assigning to them the official 
badges. Walter E. Sleeth, Cicero, N. 
Y., chairman of the reception commit- 
tee, was hustling around introducing the 
delegates as fast as they arrived. 

The ballroom of the hotel was 
crowded when President Van Derzee 
called the convention to order for the 
first business session. Fred M. MclIn- 
tyre welcomed the delegates as chair- 
man of the convention committee and a 
feed dealer of northern New York. Mr. 
Van Derzee briefly outlined the activi- 
ties of the organization during the past 
year and paid high tribute to the offi- 
cers and active members who had given 
assistance. 

Frank T. Benjamin, Canestota, N. Y., 
veteran treasurer, reported a balance of 
nearly $600 in the current account and 
an outstanding indebtedness of approxi- 
mately $1,000. It was later announced 
that sufficient money had been added by 
the membership drive to pay off the old 
indebtedness and have a clear balance. 
Rousing cheers greeted the announce- 
ment. 

“The most encouraging development 
since our last meeting is the unusual in- 
terest displayed by so many of our 
members who have been active on vari- 
ous committees,” reported Secretary W. 
A. Stannard, Albany, N. Y. “It has 
been my experience that an association 
is valuable to the trade in direct ratio 
to the interest of its members.” 


“Latest Developments in Poultry 


Feeds and Feeding” was the subject of 
an interesting address by Gustave F. 
Heuser, professor of poultry nutrition at 
the New York State College of Agricul- 
ture, Ithaca. Minerals, vitamins, and 
the amount of proteins best suited to 
pou'try feeding were given major atten- 
tion in the address and answers to ques- 
tions, which will be published in the 
August issue of The Feed Bag. 

W. A. Mather, Adams, N. Y., and a 
large committee took charge of affairs 
as soon as luncheon was finished. A 
steamboat, in charge of Captain Holmes, 
of Ogdensburg, carried the 300 delegates 
in and out among the picturesque is- 
lands and famous channels. 
made at Gananoque, Canada. 

The St. Lawrence Feed & Coal Mer- 
chants association acted as host at the 
annual banquet held in the main dining 
room of the Thousand Island house in 
the evening. Harry Elwood, veteran 
toastmaster, presided. Paper hats for 
all and balloons that were tossed back 
and forth added carnival touches to the 
event, which all in all reflected great 
credit on the committee headed by Jay 
Markham, Lyons Falls, N. Y., which 
had been in charge. 

Brief talks were given by President 
Van Derzee and Secretary Stannard. 
Mr. McIntyre, who had just returned 
from a tour of Mexico, gave a. vivid 
description of the country and its peo- 
ple. ‘His trip to the Aztec ruins and 
the reception by the Mexican president 
were dramatically described. Entertain- 
ment, arranged by the St. Lawrence 
county dealers, and dancing completed 
the evening’s program. 

David K. Steenbergh, managing edi- 
tor of The Feed Bag, Milwaukee, was 
the first speaker at the Friday morning 
session. He reported on the recent con- 
ventions he had attended and explained 
the problems that had been discussed. 

A trade play, “A Bad Case”, kept the 
delegates in an uproar while it success- 
fully drove home the danger of unre- 
stricted credit, free deliveries and other 
trade ills. 

While the Friday morning meeting 
was in progress one of the players 
rushed into the room and said a feed 
dealer had just met with a serious ac- 
cident. A doctor was sent for and the 


A stop was 
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E. F. Morris: 

American feed manufacturers elected Mr. 
Morris, Washburn Crosby Co., Minneapolis, 
as third vice presidentjat their recent an- 
nual convention. 


patient was brought into the room on 
a stretcher. Walter E. Sleeth, as U. 
R. Wright, the victim cf the accident, 
writhed and groaned in approved 
fashion. 

Dr. I. Will Fixem, played by W. A. 
Stannard, arrived with a wierd assort- 
ment of surgical tools, which included a 
large saw, drills, mallets and miscella- 
neous knives borrowed from the hotel 
chef. He prepared to operate and had 
the willing assistance of several of the 
victim’s customers and competitors. 

Bill Hardluck, played by John T. 


Willis, had been given unlimited credit 


by the feed dealer and was anxious to 
have him survive. Willya Sendit, an- 
other customer who had forced the 
dealer to deliver a long distance free, 
was portrayed by Z. K. Greene, Corn 
Products Refining Co., Middletown, N. 
» Two competitors, Cuttem and 
Knockum, were on hand and took spe- 
cial delight in the doctor’s diagnosis 
that the victim might not recover. 
George Southwell, Eastern Grain Mill 
& Elevator Co., Buffalo, N. Y., and H. 
N. Vredenburg. Sprout, Waldron & Co., 
Syracuse, N. Y., t-ok the parts. R. Yale 
Virkler, son of Sylvester Virkler, Cas- 
torland, N. Y., was cast as Fred Handy, 
a witness to the accident. 

As the humorous operation proceeded, ‘ 
Dr. Fixem discovered that the victim 
had no backbone. 

“No wonder he couldn't say ‘no’ when 
you asked for credit or deliveries,” the 
doctor said. “There are too many feed 
men that lack enough backbone. To be 
successful one must stand straight on 
ethical trade practices and it can’t be 
done if the backbone is weak.” 

Thereupon Dr. Fixem inserted an iron 
rod for a backbone and predicted im- 


Page Forty-one 


q 
‘ 
| | 
¥ 
‘ 
4 


When you handle 
Darling’s Meat Scraps, 


Tankage and Bone Meal 2 
you are handling the best the = 
world produces--and it doesn’t hres | = 
cost you one cent more than MEAT SCRAPS} = 
the other kind. FOR POULTRY |= 

Union Stock Yards, Chicago {pe 


LaBUDDE FEED & GRAIN CO. Milwaukee Soa = 
SSS 


The Haines Feed Mixer 


The Mix Is Always Visible 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation as soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 
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provement of the patient. Then he dis- 
covered that the Wright had a soft heart. 
“Just look at that,” he said to the group 
around him. “No wonder he couldn’t 
say ‘no’ to the unreasonable requests of 
his customers. It must be a common 
condition among dealers, though, judg- 
ing by the difficulties they have in en- 
forcing their business rules.” 

Dr. Fixem inserted a heart shaped 
stone and warned the Hardluck and 
Sendit to beware. Additional surgery 
developed that the victim had lost his 
spleen. 

“He got so used to saying, ‘U. R. 
Right’ to everyone he hasn’t any spleen 
left,” growled the doctor. “That’s the 
way it goes. If you don’t stand up for 
your principles you soon lose them.” 

At the next manipulation of the knife 
an alarm clock began to ring and was 
displayed by the doctor. Willya Sendit 
explained that he probably swallowed 
it because he couldn’t use it. 

“You see,” he announced, “he wanted 
to open his place at eight in the morn- 
ing and close at five at night. But we 
wouldn't let him. We'd go to his house 
any old time and drag him down to the 
mill to get us some feed.” 

Dr. Fixem then produced a long sheet 
of paper, all crumpled up, smoothed it 
cut and commenced to read. It was 
the victim’s “pride” which he had swal- 
lowed when he found he could not sat- 
isfy his customers and maintain his busi- 
ness on an ethical basis. Finally Dr. 
Fixem produced a huge tin can and 
announced that the victim had a “can- 
sir”. 

“It is of the most vicious kind that 
kills more retail feed dealers than any 
trade disease,” he said. as he emptied 
from the can a mass of unpaid charge 
accounts. “Credit is fatal unless it is 
wisely handled. I recommend cutting it 
out.” 

Officers and directors elected were: 

Directors, for three years: Reeve Har- 
den, Hamburg, N. J., reelected; C. E. 
Kiff, Delhi, N. Y., reelected; Melvin R. 
Horton, C. S. Horton Co., Peekskill, 
N. Y., new; Walter E. Sleeth, Cicero, 
N. Y., new. 

President, Fred M. McIntyre. 

Vice-president, Albert Jj. Thompson, 
Wycombe, Pa. 

Treasurer, Frank T. Benjamin, Canes- 
tota, N. Y. 

Secretary, W. A. Stannard, Albany. 

President McIntyre appointed the fol- 
lowing executive committee: A. J. 
Thompson, Reeve Harden, S. F. Virk- 
ler, C. E. Kiff, Samuel Deuel, Pine 
Plains, N. Y. A committee to revise 
the constitution and by-laws and report 
at the February convention includes W. 
S. Van Derzee, George H. Strong, War- 
wick, N. Y., M. L. Walldorf, Acme 
Milling Co., Olean, N. Y. 
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Central Convention Attracts 
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(Continued from Page Fourteen) 


In collecting an account it is necessary 
to be kind but firm, he pointed out. 

“Be frank in extending credit,’ he 
told the dealers. “Find out a man’s 
limit and do not let him buy beyond it. 
Credit is an important business prob- 
lem and a dealer should not go into it 
unless he is willing to give the subject 
time and thought.” 

325 Persons at Banquet 

The banquet Tuesday evening ri- 
valled a national political convention in 
enthusiasm and numbers. Approximate- 
ly 325 dealers, jobbers, maufacturers 
and their wives and friends were pres- 
ent. The large Sky room of the Plank- 
inton hotel was filled to capacity and 
it was necessary to seat additional 
groups in the adjoining coffee shop. 
Color and zest were added to the occa- 
sion by the balloons, particularly the 
zeppelin models which performed amus- 
ing antics when blown up and released. 
A company of entertainers enlivened 
the party in night club fashion, with a 
variety of dance, comedy and vocal 
numbers, and an orchestra played dance 
music between courses and after the 
banquet. John Jouno, Donahue-Strat- 
ton Co., Milwaukee, was in charge of 
the entertainment, which was supplied 
by members of the Milwaukee Chamber 
of Commerce. 

John M. Kelly, Baraboo, Wis., the 
speaker of the evening, outlined a plan 
for farm relief to the feed dealers and 
kept the crowd in an uproar with his 
witty remarks. 

“Farm relief,’ said Mr. Kelly, “has 
been a boon to the politician—an anaes- 
thetic which he has used to soothe the 
farmer. If most politicians met farm 
relief coming down the road to meet 
them they wouldn’t recognize it. Leg- 
islation will never solve the farm prob- 
lem. The establishing cf a tentative 
market for surplus products is not the 
remedy. Production and _ productive 
methods must be studied. We must go 
back to the root of the farm problem 
and reorganize from the bottom. The 
farmer is bankrupt and doesn’t know 
it.” 

Membership Contest Awards 

Annoncements of winners in the 
membership drive conducted by the 
Central Retail Feed association were 
made by D. W. McKercher following 
Mr. Kelley’s talk. F. E. Parker was 
the first to complete all calls assigned 
to him and make a report. He received 
an Atlas car movér, which is manufac- 
tured by the Appleton Car Mover Co., 


Appleton, Wis. L. J. Hartzheim ob- 
tained the most new mémbers during 
the campaign and was also awarded an 
Atlas car mover. H. A. Cuff, H. A. 
Cuff & Sons, Portage, Wis., signed up 
the second largest number of dealers, 
and received a car door bar manufac- 
tured by the Strong-Scott Mfg. Co., 
Minneapolis. The booby prize, a bottle 
of catsup, was awarded to T. R. Even- 
son, Monroe Roller Mills, Monroe, 
Wis., for making all of his calls and 
failing to obtain a member. 

The Wednesday morning session of 
the convention opened at 8:30 o’clock 
with breakfast served through the cour- 
tesy of the Central Retail Feed associa- 
tion to all members and guests, includ- 
ing the ladies. 

First attendance prize, a silver salt 
and pepper shaker set, was won by 
Mrs. George Illig, Juneau Flavo Mills, 
Juneau, Wis. A box of linen handker- 
chiefs was received as second prize by 
Mrs. A. C. Russell, New; Richmond 
Roller Mills, New Richmond, Wis. 
Third prize, a compact, was drawn by 


Mrs. E. G. MHeideman, Clintonville, 
Wis. 
Attendance prizes for men _ were 


drawn by A. C. Krause, Krause Bros., 

Beloit, Wis., who won a new size bill 

fold; H. G. Wierman, G. E. Wierman 

Sons, Waldo, Wis., who held the lucky 

number for an ash tray; and J. L. 

Kleckner, who received a paper weight. 
Short, Tall, Handsome 

Because of limited time the officers 
decided to dispense with the selection 
of the best looking, taliest, shortest 
dealer and the person coming from the 
farthest point and drew lots for the 
prizes. 

Joe Free, Milwaukee, who won the 
award for coming the longest distance, 
is a retired dealer who lives in Milwau- 
kee. He received a desk cigar lighter. 

A. L. King, Albert Dickinson Co., 
Chicago, drew the prize for being the 
tallest man and won a bill fold. Mr. 
King ‘has the laugh on his friends. He 
is in the five-foot zone. 

John Hull, a dealer of commendable 
stature, took home the prize, an ash 
tray, for being the shortest in the 
crowd. 

The selection of best-looking dealer 
by lot was the nearest to standard. The 
prize was won by A. H. Goppelt, Kohl 
& Goppelt, a handsome dealer at Wau- 
pun, Wis. Mr. Goppelt won many fa- 
vorable smiles from the ladies which 
endorsed the selection. 

Committee reports and the election 
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cf officers followed. 

L. J. Hartzheim, new president, upon 
his election, pledged himself to spend 
every effort in conducting the activities 
of the association as efficiently as they 
had been handled by his predecessor, 
Mr. Kern. 

W. B. Griem, director of feed and 
fertilizer inspection, Wisconsin Depart- 
ment of Agriculture, Madison, offered 
the complete cooperation of his office 
to the dealers in a brief talk. 

Brewers Lose Ball Game 

The “Busy Dealers’ Feeding School”, 
conducted by Professors J. G. Halpin 
and G. Bohstedt, University of Wiscon- 
sin, Madison, occupied the remainder of 
the morning. Many questions were 
asked during the session and the school 
won the approval of the large class of 
feed men who attended. 

The feed manufacturers and shippers 
of the Minneapolis Chamber of Com- 
merce, with Rudy Opsal, the Haertel 
Co., as chairman, were hosts to the 
dealers at a baseball game between the 
Milwaukee and Minneapolis teams dur- 
ing the afternoon. The Brewers were 
annihilated 12 to 4, but those who at- 
tended the game were treated to several 
sensational plays and home runs which 
made the event interesting despite the 
one-sided score. 


T. H. MEYER, Trosky, Minn., has 
purchased the Trosky Elevator and will 
operate it as the T. H. Meyer elevator. 


DISTRIBUTORS FEED & GRAIN 
Co., Buffalo, has been incorporated by 
E. B. Collard, Louis B. Collard and N. 
H. Timerman. 


NEW YORK MEETING 
New York State Hay and Grain 
Dealers association will hold its annual 
convention August 15-16, at the Onon- 
daga hotel, Syracuse, according to Clif- 


ford Jones, secretary, Weedsport, N. Y. 


WEST VIRGINIA CONCLAVE 

Dealers, consumers, cooperative ware- 
house managers, manufacturers, and 
members of the university extension di- 
vision and the state department of agri- 
culture attended a joint conference at 
Jackson’s Mill, W. Va., June 5 and dis- 
cussed feed merchandising. 

Credit, distribution, and feed laws, 
were among the topics which received 
attention during the session. It was 
pointed out that West Virginia has a 
potential feed market of more than 
$5,000,000 which could be developed by 
the industry. 

C. M. Christie, Clarksburg, W. Va. 
dealer, described credit as “the biggest 
single problem in feed merchandising”, 
and advocated a state-wide campaign to 
put the feed business on a cash basis. 
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Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
vour needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 


"veer (Cotton-Seed-Meal) 


on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand Registered all States 
Quality and Service 


Millfeeds 
Oil Meal 


Corn and Oats 


“FRANKLIN” 


GROUND FLAX 
SCREENINGS 


MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


Tue Haertet Co., Inc. 


HOME OF 


BADGER BRAND 
SEEDS 


-1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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Dealers Must Stress 
Better Selling 


(Continued from Page Nine) 
them, and in some way change them. 

To change buying habits, every tool 
in the sales kit must be used. Aggres- 
sive and persistent contact with purch- 
asers is absolutely necessary. The day 
when the merchant in any line could sit 
back and say that everyone in his com- 
munity knows about his place of busi- 
ness and will voluntarily come in with 
his trade, has gone forever. The high- 
ways are alive these days with sales- 
men who are making personal calls on 
feeders. Feed merchants are not only 
in competition with each other but they 
are also in competition with the auto- 
mobile—the radio—and the washing ma- 
chine salesman. If you hold your share 
of business, you simply have to beat the 
other fellow to it, and that can be ac- 
complished only by personal sales con- 
tact with the trade. 

Some dealers have frankly told me 
they did not believe in personal solici- 
tation of business, giving as their rea- 
son the dislike of farmers to frequently 
become the target of salesmen. I can- 
not accept this viewpoint. For a life- 
time I have been working with the farm 
trade and it’s the rare exception when 
I have found farmers showing any an- 
tagonism because of sales solicitation. 

Use Manufacturers’ Help 

It’s a wonderful service that many 
feed manufacturers render these days in 
sending into the territory of retailers 
handling their respective lines well 
trained salesmen to personally work 
prospects for the purpose of building 
volume and profit for the retailer, and 
there’s a constantly growing tendency 
on the part of successful retailers to 
avail themselves of this service at every 
opportunity. If I were operating a re- 
tail feed business today, I'd keep the 
good salesman of my manufacturer in 
my trade territory just as many days as 
I could keep him there, and I’d go out 
of my way to convince the manufacturer 
on giving me a good measure of such 
selling service. A hustling salesman for 
the retailer, but on the payroll of the 
manufacturer, is a golden opportunity 
for the retail merchant. 

These days, the remarkable direct 
mail campaigns that many manufactur- 
ers offer are really business building fac- 
tors for merchants. Reaching every 
feeder in your territory at frequent in- 
tervals with snappy advertising mes- 
sages, each carrying your imprint and 
thus directing trade to your place of 
business, is a merchandising factor that 
is worth real money. 

The page and part-page advertise- 
ments carried in the farm press build 
into the public mind an acceptance of 


Arcady Farms Milling Co. Staff 
Holds Annual Meeting 


N increase in both tonnage and 
A profits as compared with the pre- 
vious year was reported at the 
annual meeting of the sales, production 
and executive. forces of the Arcady 
Farms Milling Co. at the Drake hotel, 
Chicago; June 15 and 16. W. D. Walker, 
first vice-president, presided at the vari- 
ous meetings and greetings to his or- 
ganization were extended by Arthur 
Meeker, president, at the business ses- 
sion. Mr. Meeker also attended the 
annual banquet as the above photograph 
indicates. 
Speakers at the various meetings, in 


nationally advertised products that are 
sure to react to the benefit of the retail 
merchant. If you doubt this, let’s go 
to the chain store proposition for some 
evidence. Each chain store system in 
the country at one time or another has 
endeavored to put over to the public its 
own trade brand articles. These chain 
stores have every resource known to 
merchandising at their command, yet in 
the face of all that they have attempted, 
we find that last year 76 per cent of all 
the merchandise sold out of our chain 
stores was nationally advertised trade 
brand articles. Public acceptance and 
demand of nationally known merchan- 
dise forced the chain stores to abandon 
the program of putting over articles un- 
der their own trade names. 

The weakest link in retail feed mer- 
chandising, as I see it, has been the 
lack of appreciation of the Value of at- 
tractive feed displays. Show windows 
—loading platforms—conspicuous loca- 
tions in the mill or store—all offer won- 
derful potential possibilities for display- 
ing your feeds in attention-getting ways. 
Doll up your places, as it were, with 
attractive fronts—attractive displays, 
and you will be amazed at the influ- 
ence that is sure to be reflected in your 
sales. 

The success of the chain store move- 
ment has been found not so much in 
the savings that come from pool buying 
but in the better training of clerks. 
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addition to Mr. Meeker and Mr. Walker, 
included F. J. Bradford and F. R. John- 
son, vice-presidents, F. Rech, chief 
chemist, and David A. Black, A. T. 
Schmick, J. M. Huddleston and H. R. 
Puschel, of the sales organization. 


T. J. Hubbard, secretary of the Mich- 
igan Grain, Feed & Hay Dealers asso- 
ciation told of his success selling Won- 
der feeds in the stores of his firm, Chat- 
terton & Son, Lansing, Mich. The only 
other guest speaker was David K. Steen- 
bergh, managing editor of The Feed 
Bag, Milwaukee. 


These clerks are trained first, last, and 
all the time in the simple technique of 
sales psychology. They know their mer- 
chandise—they know how to present its 
merits—they know how to close a sale. 
It’s a sad story to observe the lack of 
attention that is given to sales training 
of the employees that work in our re- 
tail feed establishments. 
Better Trained Sales People 

Let me ask you this question. How 
well does your salesmen—your doorman 
—your truck driver—your bookkeeper— 
know the policies for which your busi- 
ness stands? How well do they know 
the selling points of the merchandise 
you handle? How well are they trained 
in the simple technique of selling? If 
you answer these questions honestly, it 
would be a terrific indictment of the 
time and effort you have devoted to de- 
veloping the most potent factor in your 
business; namely, your selling forces. 
Every individual on your pay roll that 
contacts in any way with your trade is 
a potential salesman and just in propor- 
tion to the interest you take in training 
him along successful lines, just in that 
proportion is he valuable to you and 
your business. 


GREEN COUNTY Farm Bureau 
Cooperative Warehouse Co., Monroe, 
Wis., has been incorporated with a capi- 
tal stock of $6,300 to buy and sell flour, 
feed and seeds. 
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“CASCADE” 


4—IN—1 


Feed Mixer 


Loader, Mixer, Sacker and Packer 


Combined in one machine. 


Millwright not required. 
| Shipped ready to use. 


No elevator or ‘‘fixin’s’’ to buy. 


AND SO FAST! 


8 to 10 seconds to dump a bag; 
21% to 6 minutes to mix a batch; 
18 to 22 seconds to pack a bag. 


1000-Ib. batch, 3 H. P.; 2000-lb. batch, 5 H. P. 


WRITE FOR CATALOG No. 123 


S. HOWES CO., INC. 


INVINCIBLE GRAIN CLEANER CO. 


SILVER CREEK, N. Y. 


With Timken Bearings 


Make New Gustomers and Increase Your 


Regular Trade with Semi Solid Buttermilk 


Every feeder of Semi-Solid Buttermilk is a better customer for you because Semi- 
Solid Buttermilk possesses maximum feeding and medicinal value and makes for quicker 
growth and earlier maturity. It improves the health and helps prevent disease in poultry, 
hogs and calves. It is the profit producing addition to any poultry and hog ration and 
means more and quicker money to the farmers, poultrymen and hog raisers who feed it. 
~ Semi-SolidButtermilk enables your customer to obtain 


This Dealer is Making Money On} full value from any feed you sell him. 


brings in new customers to your place of business and it 
increases the trade of your regular customers because its 
use means they will make more money from their products, 
and will have more money to spend. 


DEALERS receive full benefit from our National adver- 
tising and dealer helps and the full benefit of all of our sales 
efforts. Our new dealer proposition is exceedingly liberal 


V. E. Herter Co., Dayton, Ohio. and gives you protection. Write today for this new dealer 


This enterprising dealer has built an 
enviable business with SEMI-SOLID m your 


Buttermilk, growing from a 10 barrel 
buyer in 1922 to where they are now 


sveraging carload every 1 CONSOLIDATED PRODUCTS COMPANY 


SEMI-SOLID Buttermilk 4750 Sheridan Road, Chicago 
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MILFORD FEED MILL, Milford, 
Mich., was destroyed by fire recently, 
with an estimated loss of $20,000. 


PLYMOUTH ELEVATOR, Ply- 
mouth, Ia., is building a large addition 
to its warehouse and installing feed 
grinding equipment. 


GEORGE MUSSER, Alpha, Minn., 
has leased the Farmers Elevator in that 
city and is open for business. 


CEREAL MILLS FIRE 
Cereal Mills Co. plant, Wausau, Wis., 
including between two and three acres 
of buildings on Clark’s island, in the 
heart of the city, was destroyed by fire, 
Thursday evening, June 27. The loss 
was estimated at $250,000. 


OLD KASCO MILL FIRE 
Original headquarters of the Kasco 
Mills, Toledo, Ohio, were destroyed in 
a spectacular fire June 5. Production 
and operation of the firm, which aban- 
doned the location about six months 
ago, are in no way affected. 


PLAN MICHIGAN CONVENTION 

Members of the Michigan Grain, 
Feed & Hay Dealers association, will 
gather for their 28th annual convention 
at the Hotel Bancroft, Saginaw, Mich., 
July 25. A one-day session only will 
be held. The program will begin at 10 
a. m., with a luncheon and musical en- 
tertainment following at noon. Speak- 
ers and other details of the program 
will be announced at a later date by 
T. J. Hubbard, Lansing, secretary. 


Milk Products Gaining 


Favor as Feed 

Milk is becoming a profitable sideline 
for many dealers as a feed for poultry, 
hogs and cattle. 

Experimental stations of state univer- 
sities and feeding experts throughout 
the country recognize the value of milk 
in the ration and are using it to in- 
crease production and protect the flocks 
and herds against diseases. 

Manufacturers of milk products are 
cooperating with dealers in sales cam- 
paigns and helping them to increase 
their profits. The Consolidated Products 
Co., 4750 Sheridan road, Chicago, pro- 
ducers of Semi-Solid buttermilk, are of- 
fering an opportunity for dealers and 
mill owners to tie up with a national 
advertising campaign which the firm has 
consistently conducted for the past 16 
years. An attractive sales plan, with 
good protection for the retailer, is of- 
fered. 

Semi-Solid buttermilk has gained wide 
recognition among feeders and the de- 
mand for it is continually increasing. 


HARD SPRING( 


EVERY SACK has a MONEY BACK GUARANTEE 
Unexcelled for the family trade 


Contains strong Gluten, produces 
a large white loaf which retains 
moisture and uniform in texture. 


Sold at competitive prices 


Can be shipped in mixed cars 


Get our prices before buying 


NEW RICHMOND ROLLER MILLS CO. 


WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


With a warehouse capacity of 
over 2,500 tons of sacked feed— 
we are in splendid shape to give 
good service on straight or mixed 
cars of anything in feed. 


WE WOULD APPRECIATE YOUR INQUIRIES 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Feed — Grain — Hay 


BRANCH OFFICES: 
ALGONA, IOWA SPENCER, IOWA 
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F. J. PHELAN CO. 


418 Chamber of Commerce 
MILWAUKEE, 
wIs. BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


“Crain Futures” 


Corn, Oats and Rye for 
Milling and Feed 


Special Attention to Hedges 


NEW DANFORTH SCHOLARSHIPS 

Scholarships and fellowships amount- 
ing to $14,060, available to leaders and 
members of 4-H clubs, juniors in state 
agricultural colleges and junior students 
in 100 high schools, are announced by 
William H. Danforth, president of Puri- 
na Mills, St. Louis, Mo. 

Awards will be made through the 
Danforth foundation in cooperation with 
the American Youth foundation and are 
to be used in special study courses this 
summer. Mr. Danforth in addition to 
his duties as a leading feed manufactur- 
er has been active for many years in the 
American Youth foundation movement. 


Cottonseed 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


S.T. Edwards & Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
SKIMMED MILK 


Packed 100-lb. paper-lined bags 


110 N. Franklin St. CHICAGO 


<a} ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


BEACH-WICKHAM 
and COMPANY 


GRAIN FUTURES 


Private Wires to Chicago 


‘o Board of Trade 
MEMBERS) of Commerce 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 


MINNEAPOLIS, MINN. 


3. ©. BUBINGER BROS. CO., Ta... Gluten 
HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Kaffir Milwaukee Phone Broadway 9717 

E ew Yor ackstrap olasses 
MUTUAL RENDERING CO., Philadelphia, Pa......................-. Meat Scrap Room 22 Chamber of Commerce 
OYSTER SHELL PRODUCTS co., Philadelphia, ere Oyster Shells Milwaukee, Wis 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Screenings 

Oyster Shells Shim 
Dried Butter Milk Bone Meal 

1 Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 

Kansas City, Mo. 
327 So. La Salle St., Chicago, Ill. 
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The Minerals 


and Proteins 


ETRUVENS 


FISH MEAL) 


ADE from the whole 

Menhaden Fish, Fresh 
from the Sea — are com- 
bined in an easily assimil- 
able form that greatly in- 
creases the efficiency and 
therefore the popularity of 
the mixed feed. 


The most successful feed 
manufacturers of the 
country are using it. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


OATS 


RYE 


WHEAT SCREENINGS CORN 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


**FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 

Get Our Samples and Prices 
STRAIGHT CARS . MIXED CARS 


MILL FEEDS GROUND FEEDS OILMEAL 


es sir! 
POWER 


That's what you want first of all 
in a car mover...and that’s the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows and can 
give youquick 
service. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 
asking. 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


White Swan Flour 
and White Swan F eed 


What is three in one. Some one said 
machine oil, but we have a new three in 
one. It is our WHITE SWAN LINE. 
We have installed modern machinery to 
manufacture Poultry, Dairy and Hog 
Feeds in conjunction with our flour mill. 
We can put flour, millfeeds and mixed 
feedsin one car. It takes less investment 
and less storage room and assures quicker 
turnover of your capital. Try a mixed 
car from us. Positions open for real live 
salesmen. Apply. 


SPRINGFIELD MILLING COMPANY 
Springfield, Minnesota 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


a 
“Had Increase in Business since 
I installed your mill,’’ — says Mr. John O. Renkes, proprietor of The 
Brandon Feed Store, Brandon, Minnesota. 
Select the DIAMOND when installing a Grinding Unit in your 
present mill. If you contemplate rebuilding write us first. 


Diamond Huller Co., Winona, Minn. 
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Operating Hazards 


cause more elevator fires in July than in 
any other month. For that reason spe- 
cial preventive measures should be taken: 
Careful oiling, regular cleaning, and pro- 
bably most important of all, a thorough examination of 
the house at closing time. Make sure, especially that 
all bearings are cool before leaving them for the night. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Grain and Feeds Shipper 


HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our mottois: ‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 


J. . Fitzgerald C. R. McCotter Get on our list. Market letters and prices. 
Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. Omeha, Nebraska 
R. L. HERRICK M. H. HERRICK usiness 
expands with 
HERRICK FEED COMPANY, INC _iaipigetninen 
They are profitable 
WHOLESALE 


ADTKE 
BROS. co. . 
Esrasuisuep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
344-346 MILWAUKEE STREET 


1076 WiScONSIN™ 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
cars with Che- 
; rokee Pure Bran and 
Cherokee Middlings. 


— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - -83% — 


mine,  Canital Flour Mills, Inc. 


=> Office 315 Corn Exchange 
Se MINNEAPOLIS, MINN. CORN EXCHANGE 


— Minneapolis, Minnesota 
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ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg. 
Lamar, Colo. St. Louis, Mo. 
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M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
-SKIM MILK— ALFALFA MEAL 
MIXED CARS— TON LOTS 

Get our prices. 


LA BUDDE FEED & GRAIN CO" 


MILWAUKEE, Wis. 


STERLING DAIRY FEEDS 


32% Protein 
For the dairyman who 
raises considerable corn, 
oats and barley. 


20% Protein 
For the dairyman who 
raises small crops of 
feeding grains. 

These two feeds are giving wonderful 


satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & CoO. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


Che 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


RATES 
3.00 
3.50 
5.00 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Quality—Service—Price 
and 
Responsibility 


Our service is as near 
as Your Telephone 


Broadway 4961 


BREWERS DRIED GRAINS 
GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 
CLINTON GLUTEN MEAL 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for 
CLINTON CORN GLUTEN 
CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO 
PORTLAND, ME.—ST. JOSEPH, MO. 
DEPOT HARBOR, ONT. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED STORES WANTED 
Wanted to rent or willing to finance retail feed 
stores in Wisconsin. All replies strictly confiden- 
tial. Write T. F.,c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


NEW ENGLAND FEED BUSINESS FOR SALE 
aoe of the best retail stores in Western New 
ae. Two story mi!l with railroad siding. 

Milling-in-transit privileges. lectric power at- 
trition mill and Eureka Mixer. Annual business 
now over $100,000 with broad possibilities of 
development by aggressive salesman. Reason 
for selling—Owing to other business, cannot give 

roper attention. Liberal terms can be arranged 

Address LYN NSEND, secretary, 

New England Retail an gg Dealers Association, 

Springfield, Mass. 


FEED EXECUTIVE WANTED 


Man between 25 and 35, experienced in poultry 
and animal nutrition, Bancnirsor to take charge of 
poultry feed department of well established Mil- 
waukee firm manufacturing complete line of 
mixed feeds for livestock. Must be qualified to 
give expert advice on poultry problems and ac- 
tively prosecute mash feed sales. Man with feed 
sales and advertising experience desired. Write, 
giving full particulars, to ML-1,c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


BUSINESS FOR SALE 


A well established flour and feed business, lo- 
cated in the central part of Vermont on the 
Central Vermont R. R., doing a volume of_busi- 
ness better than $125, 000 a year. Practically no 
competition. Good reason for selling. Address 
MB-2, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


FEED STORE FOR SALE 


Feed Store for sale. Mustsell at once. Mana- 
ger has quit and wil! sacrifice on the building to 
sell this good business. Located Taylor, Wis. 
Write for full ona hae 500 will buy build- 
ing and stock. S. H. N GORDEN & SON, 
Black River Falls, Wis. 


SALESMEN WANTED 


Salesmen wanted to call on feed dealers and 
feed mills to sell high grade Cod Liver Oil, all 
grades, as side line on commission basis. — 
lines now handling. HENRY 
VERTISING, 1457 Broadway, New York, 


SALESMEN WANTED 


Salesmen wanted to sell complete line of feeds. 
We have an good selling dairy 
W. W. SYLVESTER, Sales Manager, 433 W 
Gilman street, Madison, Wis. Phone F-1808. 


ATTRITION MILLS AT BARGAIN PRICES 

1-new 24” Unique ball bearing with reversible 
drive. 1-20” Monarch ball bearing direct motor 
drive with starter, 220 volt 60 cycle, 3 phase. 
1-18” Munson ball bearing. 1-22” Bauer ball 
bearing. 1-24” Monarch ball bearing. 1-24” 


Unique ae oiling bearings. J. B. LIGHT, 
Avon, } 


SEPARATORS AT BARGAIN PRICES 
1—New Eureka No. 408 compound elevator. 1- 
No. 403 Eureka compound elevator. 1—No. 839 
Wolf. 1-—No. 176 Eurekasingleshoe. 1-—No. 163 
Eureka. 1—No. 16 Prinz-Rau. 1 New McDaniel 


angle screen oat separator. J. B. LIGHT, 
Avon, 


TRADE PRACTICE MEETING 

Members of the Southern Mixed Feed 
Manufacturers association will hold a 
trade practice conference this fall. A. 
T. Pennington, president, has appointed 
John B. Edgar, Memphis, chairman; F. 
E. Laurent, Clarksville, Tenn., and L. R. 
Hawley, Memphis, as a committee to 
work with him and the organization’s 
attorney in drafting rules which will be 
submitted to the membership. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


F. B. MOSHER, manager of the New 
Richmond Roller Mills, New Richmond, 
Wis., is the proud father of a 73% pound 
baby boy, which was born at Chicago, 
June 25. Mother and son are faring 
well and “Daddy” Mosher is one big 
smile. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 
CORN OR OATS 
QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, Iowa 


LINSEED MEAL 
CARLOTS 
Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


GET MY PRICES—SAVE «MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange 
MINNEAPOLIS, N. 
“Stand by Sian’ 


“SWEET PRINCESS’’ 


16% PROTEIN 


MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for 
Prices to 


MANEY BROTHERS MILL & ELEVATOR CO., oder, Avs. and Elshth st. 


No-Milk Calf Food 


LEADER FOR 45 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


Office and Mill, Milwaukee, Wis. 


INSTITUTIONAL 


24% 
SWEET DAIRY FEED 
THE BEST BUY ON THE MARKET 


NEWTON FEED COMPANY 


Eastern Office, Boston, Mass. 
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ARCADY’S NEWLYWEDS 

Miss Gertrude M. Reich and Wirt D. 
Walker were married at Chicago, Fri- 
day, July 5. Mr. Walker is first vice- 
president of the Arcady Farms Milling 
Co., with which firm Miss Reich has 
also been associated for the past several 
years. Mr. and Mrs. Walker have left 
for the West, where they will spend 
about a month motoring along the Pa- 
cific coast. The Feed Bag joins their 
many friends in extending best wishes 
to the bride and congratulations to the 
groom. 


Just a wonderful feed for little pigs. : 
Makes a rich slop. Low in fibre, only ss 
34%. Just what is needed for little is 
pigs before their digestive organs be- 
come sufficiently developed to handle 
coarser feeds. 


EXCELSIOR MILLING CO., mnnrrous 


AMES-BURNS CO., Jamestown—exclusive New York distributors. 
JOHN FITZGERALD, Janesville—special Wisconsin representative. 
B. J. GIBSON, Danville, I1l.—special Illinois'and Kentucky representative. 


KREAMO 
SWEET DAIRY FEED 


164% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


ARDANCO 


15% Protein 
Your Trade Can Feed Ardanco as is 


Old Process 
Screenings Oil Feed 


23% Protein 
Adapted for Feed Manufacturers and Mixers 


Write for samples and full particulars about 
these two feeds. We are shippers of RED 
DURUM - CORN - OATS BARLEY BUCK- 
WHEAT and other grain for poultry feed. 
Elevator capacity 2,500,000 bushels. It will 
pay you to get our quotations regularly. 


ARCHER-DANIELS-MIDLAND CO. 


GRAIN DEPARTMENT 
MINNEAPOLIS -—: MINNESOTA 


Wire or Write for Our Quotations if you are not receiving ag € 
them regularly. aes 
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Che feed Bag 


Vol. 5. No. 7. JULY. 1929 


DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


Molassco 


Screenings--- 
Molasses Base 


for Feed Manufacturers 


Our product is best 
because we use se- 
lected screenings 
thoroughly re- 
cleaned by our ex- 
clusive process. 


Ask for Sample 


We have some- 
thing especially in- 
teresting for pro- 
gressive dealers 
who are interested 
in 16% Dairy Feed 
of unusually High 
Quality. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 
MINNEAPOLIS 


FRANKE GRAIN CO. 


DISTRIBUTORS 


MILWAUMEE WISCONSIN 


PLYMOUTH | 


BRAND 


| MEAT SCRAP 


MEAT SCRAP 
TIANKAGE 
BONE MEAL 


= PROTEIN 50% 
aT % 
= FIORE B% = 


100 LBS. NET 


E.W. BOHNSACK CO. 
= PLYMOUTH, WIS. = 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 
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Deutsch & Sickert 
a om p an y 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 


1674 
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Dairy Feeds Quality 
Priced right 


Our booking prices have 
now been established. 
Book next season’s require- 
ments at these attractive 
prices. Both the price and 
the quality of True Value 
Feeds are business builders. 


This season our dairy ton- 
nage was greater than last. 
Last season outstripped the 
the season before, and so 
on back into the history of ACTO 16%, HONOR 
20% and RECORD MAKER 24% dairy feeds— 
Progress is shown in terms of increased tonnage. 
Satisfaction is proved by the loyality of True 
Value Dealers. New dealers will use this fine 
opportunity to try True Value Feeds. 


Get Our Booking Prices Today. 
Phone or wire at our expense. 


MANUFACTURED AND GUARANTEED BY 


LapisH MILLING Co. 


Milwaukee, Wisconsin 
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100 LBS. NET 


Get Ready, Mew 


for Fall Business 


KING MIDAS MILL Co. 


MINNEAPOLIS, MINNESOTA 
= 
= 
= 
= 


Make your plans to provide for a 
stock of King Midas feeds. Progres- 
sive dealers are arranging to meet 
their requirements in proper season. 
King Midas feeds, like King Midas 
flour, are milled to highest quality 
standards designed to make them 
produce results and inspire regular 
repeat business. The full line of 
King Midas feeds is available 
for shipment in straight 
or mixed cars, any assort- 
ment, with King Midas flour. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


a 
\\ 
\ 
4 
INGREDIENTS 
TORN FLEO “EAL GROUND OATS CROUND 
~ BARLEY GLUTEN FEED WITH MOLASSES GL 
TEN MEAL WHEAT GRAN O'L MEAL COTTON 
MEAL BONE MEAL CALCIUM SALT 
ANALYSIS 
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